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CAPITAL $5,000,000 


129 YEARS OF SOUND SUCCESSFUL UNDERWRITING 
LOSSES PAID SINCE ORGANIZATION OVER $225,000,000 
DEPENDABILITY PROVEN 
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A Provident Long Endowment is not only | 
payable immediately should the insured die; : JAMES A. McVOY 

if he lives to the maturing date specified in Vice-President ond Giese = 
the policy, it is tantamount to a sight draft. e 
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The Fidelity and Casualty Company 
of New York 
92 LIBERTY STREET, NEW YORK, N. Y. 
Metropolitan ale 90 and 92 William Street 


ANNUAL STATEMENT DECEMBER 31, I920 


CO 
LIABILITIES 1951 32,734-04 


2,000,000.00 
SURPLUS OVER ALL LIABILITIES 3337,269.13 
LOSSES PAID TO DECEMBER 31, 1920.... 78,551,312.58 


CASUALTY INSURANCE AND SURETY BONDS 


— 


F.delity, Surety, and Miscellaneous Bonds, Accident, Health, 
Burglary, Robbery, Plate Glass, Boiler Engine, and Fly- 
Wheel Insurance, Workmen’s Compensation, Automobile 
Liability, and All Other Liability Lines. 





ORGANIZED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


OLDEST LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies\]from 
$1,000.00 to .$50,000.00, 
and IndustrialjPolicies from,$12.50 to $1,000.00. 


Condition on December 31, 1920: 
$24, 143,510.56 
21,803,452.41 
2,340,058 .15 
207,301,719. 00 
1,983,096. 17 


$25,823,269.97 


Assets 

Liabilities 

Capital and Surplus 

Insurance in Force 

Payments to Policyholders 

Total Payments to Policyholders since 
Organization 


JOHN G. WALKER, President 








ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 


We are writing at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 











The Fireman’s F und 
is in the front rank 
in fire, marine and 
automobile insurance. 











PAN-AMERICAN 
LIFE INSURANCE COMPANY 
NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 
over $8,700,000.00 


over $31,400,000.00 
over $91,400,000.00 


Total Resources Dec. 31, 1919, 
Insurance issued during 1919, 
Insurance in force Dec. 31, 1919, 


—————~ 


The Pan-American Way 


In keeping with the higher Ideals and Ethics of the Business, 
the Pan-American does not seek to employ agents of other 
companies, but by interesting men of intelligence, character 
and clean record, instructing them by correspondence, and as- 
sisting them in the active co-operation of specially trained men, 
it art built up a field organization that is prosperous and con- 
tented. 

What these agents are doing, you can do, if you have the 
Will—the Pan-American Way is open to you. 


Address: E. G. Simmons, Vice=President and General 
Manager, New Orleans, La. 
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National Board Holds Annual Meeting 


President Charles Lyman Case Makes Unusually Brief Address 


Board of Fire Underwriters opened its ses- 
sions at the Waldorf-Astoria Hotel in New 
York city this morning at eleven o’clock. 
Charles Lyman Case, United States man- 
ager of the London Assurance Corpora- 
tion, made an unusually short president’s 
address this year, saying that he desired 
that more time be given to matters of new business. 


I have the honor and the pleasure of welcoming you to the 
fifty-fifth annual meeting of the National Board of Fire Under- 
writers. 

It has long been the custom for the president to present a 
somewhat elaborate address, a review of the operations of the 
National Board for the preceding year. I purpose this morning 
to depart somewhat from this long-established custom and to 
make my address brief ; this, however, not because of any lack 
of appreciation of the magnitude of the work of the National 
Board, certainly not from any lack of appreciation of the im- 
portance of this meeting, nor because I can claim exemption 
from the almost universal desire to hear one’s own voice at 
length in public discourse—but only because it has seemed to me 
desirable that a greater proportion of the time of our meetings 
should be used in the discussion from the floor of the subjects 
that may be suggested by the president’s address, and by the re- 
ports of the standing committees, or that may come up as new 
business. 

NECROLOGY 

While it is not at all desirable to make this in any sense a 
memorial meeting, yet it occurs to me that it may be proper for 
Us to note the names of our associates who have departed this 
life since we last assembled. I will read the names, and at the 
close of this reading I suggest that we rise and remain standing 


3 


for a moment as a mark of respect to those who since our last 
meeting have ended their labors. 

Mr. Case here mentioned the names of Henry J. Ferris, R. H. 
Purcell, C. H. Godfrey, James H. Brewster, L. P. Bayard, Sam 
B. Stoy, Col. R. Dale Benson, C. S. Buzzi, C. Lee Abell. He 
continued : 


I regret to bring to your attention the significant and alarm- 
ing fact that according to the best estimates the fire loss in the 
United States during the year 1920 approximates the enormous 
sum of $500,000,000, of which, by the way, it is carefully esti- 
mated that nearly 80 per cent was covered by insurance; but the 
fact remains, that whether the property was insured or un- 
insured, it was destroyed by fire. 

It is a heavy charge on our commercial interests to bear so 
large a burden of preventable loss. Our country can never rise 
to the highest degree of efficiency and prosperity until we learn 
to reduce this enormous waste. The loss last year is the largest 
that has ever been known in the history of our country, with the 
single exception of the year of the great San Francisco fire. 

The chairmen of the various committees will report in detail 
the work of their departments. It is not my purpose to antici- 
pate what they will tell you nor in any way to comment on their 
reports, but simply to commend them to your most earnest and 
careful consideration, as they all, in one form or another, bear 
upon this ever-present, ever-vital question of the enormous fire 
waste of our beloved country. I forbear comment on the fact, 
which, however, appeals to every thoughtful mind, that fires 
are frequently accompanied by most serious personal accidents 
and also by a considerable loss of life. 


EcoNnoMy“AND EFFICIENCY 
While we must press forward to do our work in the reduc- 
tion of the fire loss with the utmost zeal and determination, the 
very spirit of the times now demands, and justice to our inter- 
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ests requires, that every detail of our work must be done with 
a due regard to the greatest economy consistent with efficiency. 

I hope I shall not be understood as advocating unwise, foolish 
economies, but rather a most careful consideration of the whole 
subject of expenses; and I am sure that the various standing 
committees have considered this question of economy in all of 
their undertakings. 

ARBITRATION 

It is perhaps inevitable that differences will arise between 
companies, touching their respective liabilities to the assured, 
question of contribution of loss between the various companies 
interested, differences arising out of reinsurances, and particu- 
larly that always difficult question of whether a certain policy 
that was intended to be canceled and to be replaced by another 
policy was in fact canceled and the new policy in fact substi- 
tuted for the previous policy. These troublous matters of dif- 
ferences sometimes engender years of rankling personal bitter- 
ness on the part of those who are interested, and infrequently 
even operate to cause delay in the payment to the assured. 

While recognizing the inalienable right of every man to take 
his cause to the courts, yet I firmly believe there is a more ex- 
cellent way of settling disputes between insurance companies, 
and that is by arbitration of such differences by the Committee 
on Adjustments of the National Board. This committee prac- 
deal promptly with all cases—there are none of the law’s de- 
lays, nor the law’s expenses. The cases that have been brought 
before our committee have been satisfactorily disposed of, the 
tically constitutes a disinterested, impartial court of members 
familiar with the customs of our business. 

Let us do what we can to avoid unseemly, unhappy law suits 
between those who are equally anxious to do exactly what is 
right, but who, from time to time, may find themselves greatly 
at variance with one another as to what is right. 


TAXATION 

My distinguished predecessor, President Buswell, last year 
commented with some fullness and great force on the con- 
stantly increasing ratio of taxation, and it is necessary for me to 
state that that ratio has still further increased. The amounts 
and the proportion of this increase are shown with the state- 
ment of results of the fire underwriting operations in 1920 in 
Table A of the appendix. T do not give you the statistical tables 
because they are difficult to follow in a spoken address, but they 
warrant your study and interest. 


While the insurance companies have been ready and willing | 


to meet their share of this burden of recent years, we certainly 
should have every reason to believe that the peak of unusual 
taxation has been passed. In the general interests of all legiti- 
mate business, the rate of taxation must be constantly but stead- 
ily reduced. The insurance companies now pay, according to 
the latest compilations, in taxes, including the Federal Govern- 
ment, State, county and municipal taxes, 5.16 per cent of the net 
premiums received. Just think what an enormous proportion 
this is on the net premiums, and what an almost incredible per- 
centage it is on the net profits! 


Tue INsuRANCE ComMissIONERS’ MEETING 

The insurance commissioners, superintendents of insurance, 
State auditors, by whatever title the official having supervision 
of insurance may be known, hold annual and semi-annual con- 
ventions for the consideration of all insurance subjects. These 
officials, clothed with varying degrees of power, are one of the 
principal means of communication between the insurance com- 
panies and the general public. It is of the greatest importance 
that there should be a good understanding between the com- 
missioners and the companies. The companies should quite 


well understand the large powers of the commissioners. The 
commissioners should see, and I am glad to say they generally 
do see, the point of view of the insurance companies. 
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NATIONAL CHARACTER OF Our ACTIVITIES 

Our institution, as the name implies, is national in every 
aspect, being the only national organization representing stock 
fire insurance companies in general. It is concerned in the 
work of every section of our country—our engineers make their 
surveys from the Atlantic to the Pacific and from the Canadian 
borders to the Gulf of Mexico, and during the last year, for 
the greater facility of operations, the Board has established 
offices in Chicago and San Francisco. Particulars about these 
will appear in the reports of some of our standing committees, 
and I therefore make no mention of this fact other than to ex- 
press the hope that the offices in Chicago and San Francisco 
will exercise a great and increasing influence in the communities 
of which these cities are notable centers. 


STAFF 

The National Board does not work automatically ; it requires 
the services of a large and competent staff both in the office 
and in the field. This staff is under the general supervision of 
our esteemed and efficient general manager, and I have seen 
something of its workings. I am glad to speak a word of 
appreciation of the loyalty, enthusiasm and good faith of our 
staff and our general manager. Our thanks and appreciation 
are justly due them. 

I think that we might, if we were so inclined, justly take some 
credit to ourselves for what we have done as a board, but it is 
far more important for us to look forward rather than back- 
ward to see in what respects we can do better work and more 
work than we have done. Our general object is the reduction of 
the enormous fire waste in the United States of America. This 
object is worthy of our best efforts. 


TABLE A 
UNDERWRITING RESULTS, 1920 
(Tire and Lightning Only) 
Premititins AeAENeU. ocxle se eee nee Secs $450,902,131 


Losses incurred (AERO a al okt. eecscle eee 


$246,067.38 
Baspenses micurred (40-4090). scics oar os set I 


218,211, 


102.97 % 


DeRCH  c2os.a%die st (OS L/D SPO LEI ee 13,376,409 
100.00% $464.278,540 $464,278,540 
TAXES 
Federal premium tax.............. $5,314,087 
Federal capital stock tax.......... 321,501 
Federal Corporation tax........... 4,745,340 


2,761,231 


——— $13,142,210 


Federal excess profits tax.......... 





State, county and municipal taxes............ 14,429,084 

aes sain $27,571,303 
Proportion of Federal taxes to net premiums written... ... 2.465 
Proportion of State, county and municipal taxes to net pre- 

RERUNS ERG EEE OED 850s costes actin Poe eaters ee a ae 2.70% 
Proportion of 1920 taxes to net premiums written.......... 5.16% 
Proportion of 1919 taxes to net premiums written.......... 1.09% 

IIGECASE 54 Secs coroners idk oy ack connect Pen a ree 17% 
The membership committee announced the election of six 


Atwood Fire, New York: Employers 
Fire, Boston: Globe National, Sioux City; Prudential Re- and 
Co-insurance Company, Zurich; Reinsurance Company Sala- 


companies, as follows: 


mandra, Copenhagen; Richmond, West Brighton, New York. 
The North Branch merged with the City of Pennsylvania. 
and the United British of London reinsured during the year. 
The report of the comm*ttee on -public relations, George M. 
Lovejoy chairman, reported a successful year, with several new 
departures in bringing public attention to fire prevention \\ ork. 
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URTILTER evidence that typhoid 
F fever is coming under control was 
presented in the ninth annual survey of 
typhoid fever by the American Medical 
\ssociation. The data relate to sixty- 
eight cities of the United States having 
a population of over 100,000 each. In 
these cities, in 1920, the death rate from 
typhoid fever is placed at 3.7 per 100,000, 
whereas in the eleven-year period, from 
igio to 1920, the figures for fifty-seven 
if the sixty-eight cities showed an aver- 
age of 19.6 per 100,000. It is evident, 
therefore, that there is ground for the 
belief that the efforts which have been 
made during the last few decades for the 
prevention of typhoid fever have been 
very successful, and that there is little 
reason to fear,a future epidemic of this 
lread disease. 

: i necessity for greater severity in 

the punishment of those guilty of 
hold-ups or burglaries is pointed out by 
William B. Joyce, president of the Na- 
tional Surety Company of New York, in 
aletter to Governor Miller of New York. 
Mr. Joyce states that more than two hun- 
and State 


either held up or burglarized last year, 


(dred National banks were 
and he advocates making the punishment 
tor hank burglary or bank hold-up life 


Imprisonment, and for residence burglary 


minimum term of twenty-five vears. 
Considering the crime wave which has 


S 


read over the country during the last 
year or so, it would seem that some dras 
tic remedy must be applied to prevent, as 
lar Qs 


further crime qi the 


character mentioned above, and it may be 


possible, 


that those contemplating the commission 
of such crimes would be deterred there- 
from if they knew that conviction there- 
for would be followed by life imprison- 
ment. 


N°: long ago THE Spectator pub- 
lished an article emphasizing the fire 
danger of floating oil on harbor waters. 
This was again accentuated this week by 
a fire on the Hudson river, at New York, 
due to the ignition of floating oil, which 
destroyed the naval militia training ship 
Granite State, as well as a portion of a 
pier at 96th street. It appears that an 
unusual amount of oil was present on the 
surface of the water at this point, per- 
haps due to leakage of an oil carrying 
pipe, and the floating oil was ignited by 
the backfire of a passing launch, spread- 
ing rapidly both to the ship at anchor 
The tre- 
mendous possibilities of loss of life and 


and to the pier on the shore. 


property due to this hazard are very ap- 
parent, and it is manifest that something 
must be done to better protect shipping 
and shore property from the fire danger 


of te ating oil. 


r l HE letter by Walton L. Crocker. 
vice-president of the John Hancock 
Mutual life 


Boston, to President 


Insurance Company, of 
Edson S. Lott, of 
the United States Casualty Company of 
New York, printed on another page of 
this issue, shows that there is room for 
honest differences of opinion among 
those who are in charge of the destinies 
of old-line companies, as to the general 
subject of the conduct of insurance bust- 
ness by mutual and reciprocal associa- 
tions. Mr. Crocker takes the ground 
that the form of organization transact- 
ing such business is not material, pro- 
vided that the concerns conducting it are 
so supervised that the public is safe- 
guarded, and that the associations bear 
Mr. Crocker 


is opposed to our common activities be- 


their share of tax burdens. 


ing administered by the government. but 
does not consider that the transaction of 
insurance upon a mutual or reciprocal 
basis necessarily tends to State Social- 
ism. Of course there is great difference 
between a mutual legal reserve life in- 
surance company, such as the John Han- 
cock, and a mutual fire or casualty insur- 
ance company operating under assess- 


ment laws. 





T is well for the life insurance sales- 

man to remember the old adage that 
every cloud has a silver lining and keep 
right on plugging. If the people he has 
seen one day have turned him down with 
the excuse that money is scarce and busi- 
ness is bad, he has only to keep on call- 
ing and he will come across prospects 
who are doing more business than be- 
fore simply because their business is more 
profitable when somebody else’s is dull. 
Then, too, business conditions are on the 
upward grade, as the headlines in busi- 
ness newspapers indicate every day. The 
from the Standard Daily 
Trade Service, a publication dealing with 


following, 


trade conditions in almost every branch 
of business, indicate that the volume of 
sales in many lines is heavy and is stead- 
ily increasing : 

Manutacturers re Now 
More .\ctive. 


Footwear 


Rubber Trades Rapidly .\pproaching 
Normal. 

I.abor Conditions \pproaching Stabil- 
ity; Unemployment Waning. 

Textile Markets Invaded by Buyers as 
Demand for Goods Increases. 

Change for Better in Mail Order Sales 
Reported. 

I.cather Belting Business Increases as 
Leading Companies Reduce Prices. 

Automobile Industry More Active. 

Manufacturers Enjoy Better Business 
as Auto Trade Recovers. 

Returns Show Upward 
Chain Store Sales. 


Trend in 


THE EXPENSE RATE 

S'* ICT economy was exercised in the 

management of the thirty-nine life 
insurance companies shown jn the accom- 
panying table, for, despite the continued 
high cost of materials and labor necessary 
to the conduct of their business, these 
companies were able to show a combined 
expense rate for the year 1920 of 0.90 
per cent. In consideration of the fact 
that exceptionally heavy taxes have been 
levied by the Government on the life in- 
surance companies and the tremendous 
increases in printing costs particularly, 
which is one of the most important ex- 
pense items, it is very remarkable that 
this rate has risen but 0.03 per cent from 
[919 and but 0.14 per cent over 1918, 
while many other lines have had their 
expenses increased well over 100 per cent 
because of the war and post-war condi- 
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Progress of the Equitable 









NEW FEATURES INTRODUCED IN A DECADE 











Group Life Insurance Non-Cancellable Accident 













Group Disability Insurance and Health Insurance 

Safety Inspections for Groups Premium Waiver Clause 

Home Purchase Insurance Disability Income Clause 
Refund and Cash Refund Annuity Double Indemnity Provision 
Income Bonds for Old Age Excess Interest Dividends 

New Convertible Policy Post Mortem Dividend 
Corporate Policy Endowment Conversion Privilege 
Endowment Annuity at 65 Educational Fund Agreement 
Liberty Bond Policy Salary Continuance Agreement 
Retirement Annuity Free Health Examinations 






New Survivorship Annuity Special Training for Agents 

















MN MN ~- x 
SOCSCIL2 LMYAA Vu ywssSss SSS Se eS STO Teo ee, 




























INSURANCE PROTECTION * 

tic 

THAT THAT li 

na 

INSURES PROTECTS no 

sp! 

lar 

ne. 

the 

the 

GROWTH IN A DECADE ie 

1920 1910 Increase pe 

Outstanding Insurance Dec. 31st.  $2,656,524,071 — $1,347,158,692 — $1,309,366,270, tin 

Hew InQurance.........600005. 529,559,921 107,965,091 421,504,830 the 
Se a 627,141,737 492,197,585 134,044,152 

Liabilities Dec. 31st............ 539,140,705 409,538,600 129,602,195 7 

Premium Income............... 05,354,787 53,160,164 42,104,623} hig 
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THE EXPENSE RATE PER CENT OF MEAN INSURANCE IN FORCE OF THIRTY-NINE LIFE INSURANCE COMPANIES, 


FROM 1901 TO 1920, INCLUSIVE 


(Copyright, 1921, by The Spectator Company, New York.) 



























































| 
COMPANIES. 1901 | 1902 | 1903 | 1904 | 1905 | 1906 | 1907 | 1908 | 1909 | 1910 | 1911 | 1912 1913 | 1914 | 1915 
} ' 

Miia UME. . 6 ccscccccses 0.88 | 0.89 | 0.87 | 0.92 | 0.90 | 0.87 | 0.72 | 0.73 | 0.74 | 0.74 | 0.73 | 0.78 | 0.77 | 0.76 | 0.76 
Atlantic Life............] 3.71 | 2.92 | 2.52 | 1.93 | 1-22] 1.13 | 1.67 | 1,86} 1.70 | 1.38 | 1.31 | 1.15 | 1.18 | 1.02 | 1.11 
Bankers, Neb....... eoee| 1.57 | 1.57 | 1.40 | 1.34 | 7-19 | 1.02 | 1.01 | 0.95 | 0.95 | 0.92 | 0 82 1-01 | 0.85 | 0.77 | 0 76 
Berkshire.......006 »-+--| 0.83 | 0.81 | 0.80 | 0.79 | 0.78 | 0.81 | 0.68 | 0.72 | 0.79 | 0.75 | 0.80 | 0.83 | 0.78 | 0.77 | 0.73 
Catralof WS. 60<c<0ss 2.27 | 2.79 | 1.98 | 2.01 | 2.39 | 1.93 | 1.58 | 1.41 | 1.54 | 1.41 | 1.24 | 1.44 | 1.40 | 1.37 | 1.39 
Connecticut General... .| 0.96 | 1.10 | 0.99 | 1.04 | 1.10 | 0.99 | 0.70 | 0.74 | 0.75 | 0.77 | 0.81 | 0.78 | 0 83 | 0.82 | 0.77 
Connecticut Mutual..... 0.85 | 0.84 | 0.85 | 0.83 | 0.82 | 0.85 | 0.83 | 0.80 | 0.83 | 0.80 | 0.78 | 0.78 | 0.70 | 0.71 | 0.71 
Equitable, New York... .| 0.97 | 1.03 | 1.07 | I.02 | 0.93 | 0.78 | 0.72 | 0.73 | 0.79 | 0.78 | 0.77 | 0.79 | 0.75 | 0.69 | 0.72 
Equitable, Des Moines. .| 1.18 | 1.07 | 0.93 | 1.03 | 0.95 | 0.94 | 0.97 | 0.90 | 0.94 | 0.91 | 0.95 | I 03 | 0.99 | 0.93 | 0.94 
Fidelity Mutual......... 1.18 | 1.15 | 1.19 | 1.22 | 1.25 | 1.17 | 0.93 | 0.90 | 0.93 ) 0.86 | 0.80 | 0.82 | 0.83 | 0.80 | 0.82 
Franklin: Bale. cccccccinae 1.70 | 1.82 | 1.77 | 1.49 | 1.54 | 1.25 | 0.86 | 0.94 | 1.00 | 1.08 | I 05 | 1.09 | 1.15 | 1.05 | 0.96 
Geardian, N. ¥...60.<.. 1.15 | 1.24 | 1.32 | 1.32 | 1.26 | 1.22 | 1.05 | 1.02 | 1.00 1.11] 1.19 | 1.15 } 1.13 | 1.10 | 0.96 
Home Eile... ivcscsccces 1.26 | 1.33 | 1.30 | 1.24 | 1.19 | 1.30 | 0.84 | 0.84 | 0.89 | 0.89 | 0.86 | 0.88 | 0 84 | 0.85 | 0.83 
Illinois Life........ eoeee| 2.29 | 1.44 | 1.43 | 1.54 | 1-44 | 1.37 | 1-30] 1.35 | 1.42 | 1.4 | 1.34 | 1.33 | 1.04 | 1.11 | 0.98 
Manhattan... ccccccsccce 1.34 | 1.41 | 1.45 | 1.39 | 1-43 | 1.38 | 0.98 | 1.01 | 1.03 | 1.05 | 1.05 | 1.03 | 1.02 | 1.13 | 1.08 
Maryland Life.......... 1.05 | 0.97 | 0.97 | 0.97 | 1.04 | 0.94 | 0.85 | 0,86 | 0.81 | 0.86 | 0.89 | 1.15 | 1.07 | 0.93 | 1.14 
Massachusetts Mutual. .| 0.89 | 0.80 | 0.76 | 0.76 | 0.74 | 0.68 | 0.63 | 0.66 | 0.67 | 0.68 | 0.69 | 0.70 | 0.67 | 0.68 | 0.68 
Michigan Mutual....... 1.24 | 1.24 | 1.10 | 1.14 | 1.22 | 1.07 | 0.88 | 0.76 | 0.82 | 0.83 | 0.82 | 0.90 | 0.98 | 1.01 | 0.93 
Mutual Benefit......... 0.77 | 0.80 | 0.79 | 0.79 | 9.79 0.76 | 0.71 | 0.69 | 0.71 | 0.71 | 0.67 | 0.67 | 0.63 | 0.60 | 0.59 
Mutual of New York....| 1.16 | 1.16 | 1.15 | 1.11 | 0.98 | 0.70 | 0.58 | 0.57 | 0.61 | 0.62 | 0.65 | 0.68 | 0.69 | 0.67 | 0.67 
National Life, Vt........ 1.09 | 1.07 | 1.09 | 1.08 | 1.06 | 0.98 | 0.78 | 0.75 | 0.76 | 0.80 | 0.78 | 0.81 | 0.80 | 0.78 | 0.79 
National, U.S. A.......| 1.87 | 2.11 | 2 58 1.96 | 1.86 | 1.56 | 1.37 | 1.17 | 1.06 | 1.14 | 1.32 | 1.29 | 1.03 | 0.98 | 0.92 
New England .......... 0.81 | 0.86 | 0.90 | 0.87 | 0.89 | 0.80 | 0.69 | 0.71 | 0.74 | 0.76 | 0.73 | 0.72 | 0.69 0.65 | 0.66 
New York Life ......... 1.02 | 1.11! 1.10 | 1.06 , 0.92 | 0.69 | 0.55 | 0 53 | 0.54 | 0.56 | 0.59 | 0.62 | 0.65 | 0.63 0.59 
Northwestern Mutual...| 0.81 | 0.79 | 0.75 | 0.75 | 0.75 | 0.72 | 0.70 0.64 | 0.63 | 0.63 | 0.62 | 0.65 | 0.60 | 0.59 | 0.59 
Penn Mutual........... 1.04 | 1.04 | 0.91 | 0.95 | 0.94 | 0.87 | 0.76 | 0.72 ! 0.74 | 0.76 | 0.77 | 0.77 | 0.74 | 0.69 | 0.77 
Phoenix Mutual......... 1.12 | 1.07 | 1.06 | 1.04 | 1.09 | 1.24 | 0.84 | 0.86 | 0.89 | 0.91 | 0.96 | 0.96 | 0.93 | 0.90 | 0.85 


Presbyterian Ministers ..| 0.37 | 0.40 | 0.35 | 0.41 | 0.44 | 0.43 | 0.40 | 0.37 | 0.39 | 0.35 | 0.32 | 0.39 | 0.36 | 0.30 | 0 33 
Provident L. and T..... 0.73 | 0.77 | 0.90 | 0.75 | 0.78 | 0.71 | 0.77 | 0.72 | 0.80 | 0.78 | 0.77 | 0.75 | 0.74 | 0.87 | 0.69 


Register Life......2....5 1.59 | 1.17 | 1.27 | 1.38 


Royal Union ....26.<+ 1.38 | 1.66 | 1.62 | 1.65 

St. Louis Mutual........ 1.23 | 1.47 | 1.36 | 1.47 | 1.36 | 
Security Mutual, N. Y..| 1.31 | 1.44 | 1.66 | 1.63 | 1.60 | 
State Life; Inds. 2<.-- <<: 1.26 | 1.38 | 1.60 | 1.67 | 1.67 
State Mutual, Mass...... 0.94 | 0.89 | 0.90 | 0.88 | 0.86 
BIMOIOM ca: ae coceens 0.82 | 0.77 | 0.76 | 0.79 | 0.82 


Union Central..........| 0.91 | 0.91 | 0.84 | 0.87 | 0.86 
Union Mutual..........| 1.28 | 1.25 | 1.30 | 1.34 | 1.20 
United States ........../ 1.31 | 1.46 | 1.27 | 1.18 | 1.09 



































1.16 | 0.89 | 0.53 | 0.52 | 0.55 | 0.52 | 0.74 | 0.94 | 0.77 | 0.89 | 0.83 
1.53 | 1.38 | 1.39 
1.32 | 1.22 | 1.40 | 1.52 
1.35 | 1.01 


1.54 | 1.38 | 1-36 | 1.31 | 1.44 | 1.34 | 1.38 | 1.43 
1.39 | 1-11 | 1.07 | 1.21 | 1.04 | 1.11 


1.07 | I.10 | 1.08 | 0.97 | 0.98 | 0.96 | 1.02 | 1.15 


1.53 | 1.32 | 1.10 | 0.91 | 0.84 | 0.82 | 1.00 | 1.04 | 1.04 | 1.04 
0.75 | 0.66 | 0.64 | 0.75 | 0.73 | 

0.81 | 0.74 | 0.74 | 0.72 | 0.71 | 0.72 | 0.85 | 0.80 | 0.74 | 0.73 
0.87 | 0.79 | 0.76 | 0.82 | 0.78 | 0.79 | 0.82 | 0.87 | 0.87 | 0.88 
1.24 | 0.66 | 0.72 | 0.77 | 0.81 | 0.83 | 0.83 | 0.76 | 0.83 | 0.80 
0.88 | 0.80 | 0.92 | 0.85 | 0.87 | 0.90 | 0.96 | 0.90 


0.75 | 0.73 | 9.73 | 0.73 | 9.71 


1.08 | 1.13 

















1916 | 1917 | 1918 | 1919 | 1920 


0.81 | 0.83 | 0.75 | 0.79 | 0.76 | 0.89 | 0.76 
1.24 | 1.19 
078 | 0.75 0 67 | 0.87 | 0.81 | 1.27 | 0.97 | 0 84 | 0.78 | 0.87 
0.80 | 0.80 | 0.80 | 0.89 | 0.93 | 0.80 | 0.74 | 0.78 | 0.85 | 0.80 
1.27 | 1.21 | 1.43] 1.64] £.46 | 2.13 
0.80 | 0.81 | 0.77 | 0.83 | 0.72 | 1.c4 | 0.78 | 0.80 | 0.78 | 0.80 
0.74 | 0.76 0.74 | 0.82 | 0.89 | 0.84 | 0.83 | 0.75 | 0.80 | 0.80 
0.73 | 0.74 | 0.74 | 0.88 | 0.97 | 1.00 | 0 76 | 0.72 | 0 83 | 0.83 
1.00 | L.01 | 0.95 | I.19] I.01 | 1 02 | 0.93 | 0.97 | 1.04 | 1.08 
0.84 | 0.91 | 0.99 
1.c8 | 1.06 | 1.04 | 1.23 


1.04 1.14 1.13 | 1.23] 2.15 
0.83 | 0.89 0 87 | 0.96 | 0.94 | 1.26 | 0.95 | 0.85 | 0.90 | 0.94 
0.98 | 0.98 1.01 | 1.17 | 1.23 | 1.54 | 1.38 | 1.15 | 1.09 | 1.22 
1.14 | I.22 | 1.39 | 1.39 
1.14 | 1.18 | 1.07 | I.I9 | 1.08 | 1.04 | 0.87 | 1.04 
0.72 | 0.73 | 0.71 | 0.83 | 0.84 | 0.77 | 0.67 | 0.68 | 0.77 | 0.73 
0.94 | 0.93 | 0.88 | 1.12 
0.62 | 0.67 , 0.61 | 0.66 | 0.69 | 0.78 | 0.71 | 0.63 | 0.65 | 0.67 
071/074 9.73 | 0.91 
0.82 | 0.82 | 0.80 | 0.96 | 0.99 | 1.08 | 0.81 | 0.79 | 0.89 | 0.91 
I.12| 1.18 1.07 | 1.04 
0.69 | 0 72 | 0.69 | 0.82 [ 0.85 | 0.89 | 0.74 | 0.68 | 077 | 0.75 
0.63 | 0.69 | 0.74 | 0 87 | 0.99 | 1.04 | 0.58 | 0.62 | 0.83 | 0.76 
0.60 | 0.59 | 0.57 | 0 68 | 0.70 | 9.77 | 0.66 | 0.61 | 0.63 | 0.68 
0.76 | 0.77 | 0.71 | 0.80 | 0.79 | 0.97 } 0.76 | 075 | 0.77 | 0.79 
0.95 | 0.94 | 0.91 | 1.04 
0.30 0.33 | 0.36 | 0.35 | 0.34 | 0.40 | 0.39 | 0.34 | 0.33 | 0.25 
0.72 | 0.97 | 0.78 | 0 88 | 0 oI | 0.79 | 0.76 | 0 76 | 0 86! 0.80 


1.40 | 1.40 | 1.18 | 1.19 
1.08 | 1.39 | 1.20 | 1.10 | 1.05 | 1.38 | 1.38 | 1.1 | 1.19 | 1.22 
1.23 | 1.19 | 1.14 | 1.13 
1.15 | 1.08 | 1.10 | 1.47 
0.73 | 0.75 | 0.75 | 0.82 | 0.84 | 0.89 | 0 714 
0.84 | 0.90 | 0.82 | 0.92 | 0.89 | 0 79 | 0 74/0 76/ 0.88 0.84 
0.04 | 0.91 | 0.88 | 0.96 | 0.97 | 0.87 | 0.80 | 0.85 | 0.93 | 0.81 
0.81 | 0.80 | 0.80 | 0.88 | 0.85 | 1.28 | 0.84 0.81 | 0.83 | 0.93 
1.14 | 1.20 | 1.21 | 1.22 


aa 





AVERAGES. 








1900 | 1906| 1911 | 1916! 1901 


to to | to to to 
1905 | 1910 | 1915 1920 | 1920 


(076 | 078 3.79 
1.57 | 1.14 | 1.38 | 1.36 


1.43 | 1,50] 1,42 | 2,25 





1.55 | 1.38 | 1.43 | 1.46 





1.04 | 1.11 | 1.20 | 0.95 | 0.81 | 1.01 | 0.98 
1.47 | 1.66 | 1 06 | 1.06 | 1.22 | 1.20 


| 1.26 | 1.08 1.10 | 1.14 1.14 


1.45 | 1.41 | 1.10 | 1.06 | 1.32 | 1.22 


1.13 | 1.03 
1.08 1.19 | 0.87 | 0 93 | 0.99 | 0.99 
0.g8 | 1.11 | 0.62 | 0 67 | 0.83 | 0.80 


| | 
1.19 | 2.08 | 1.26 | 1.08 | 1.12 | 4.25 


1.03 | 1.07 | 0.94 | 0.92 | 0.96 | 1.01 





0.64 | 0.74 | 0.95 | 0.94 | 1.30 | 0 60 | 0.83 | 0 82 | 0.83 
1.19 | 1.58 | 1.41} 1.39 1.26 1.35 
1.14 | 1.55|112 1.02| 1.16 | 1.19 
1.66 | 1.56 | 1.14 | 0.99 | 1 34/ 1.23 
0.73 | 0.78 | 0.77 





1.23 | 1.26 | 0.86 | 1,01 | 1.20 | 1.10 

















Averages (99 cos.) .. 2 1.00 | 1.03 | 1.03  I.0I | 0.93 0.78 | 0.68 | 0.66 |, 0.68| 0.69 | 0.70 | 0.71 0.71 | 0.72 | 0.68 ' 0.72 0.7! 0.76 ! 0.87 | 0.90 | 1.00 | 0.70 | 0.70 | 0.81 0.82 





This increase in expense rate of 
life insurance companies is but a nomi- 
nal amount. This remarkable fact de- 
notes a wise administration and the 
spreading of fixed expenditures over a 
largely augmented amount of new busi- 
ness. This table is compiled by dividing 
the management expenses plus taxes by 
the mean amount of insurance in force. 
Percentages are given for the past twenty 
years, year by year, and the four five-year 
periods, as well as the average for the en- 
tire twenty years. The table shows that 
the rate for the first year of the period 
Was 1.00 per cent, followed by the two 
high water rates 1.03 per cent in 1902 
and 1903. A low level in the expense 
rate was attained in 1908 of 0.66 per 
cent, and during the years immediately 
preceding and up to the first year of the 
War this rate remains practically station- 
ary. Following 1917 the expense rate of 
the life insurance companies has reflected 
the increased cost of all commodities 
which prevailed throughout the country. 


tions. 





—Miles Schaeffer, who recently resigned as Auditor 


: State of Indiana, has rejoined the staff of Frank J. 
laight, ¢ 


nsulting actuary, of Indianapolis. 








DR. F. L. HOFFMAN LEAVES FOR 
AMAZON VALLEY 


Expedition to Seek Information Concern- 
ing Useful Drugs 

Dr. Frederick L. Hoffman, third vice-presi- 
dent and statistician of the Prudential Insur- 
ance Company, has accepted an invitation to 
join the Mulford Biological Exploration of 
the Amazon Basin, under the direction of Dr. 
H. H. Rusby, which will leave for the west 
coast of South America on the S. S. Santa 
Elisa on June 1. The party will disembark 
at Antofagasta, Chile, and proceed from there 
to La Paz, Bolivia, from whence it will con- 
tinue its journey through a practically un- 
known region of that section of South America 
to the head-waters of the Madeira and Ama- 
zon rivers. The general purpose of the ex- 
pedition is to seek new information concern- 
ing useful drugs and ingredients of value to 
medical and pharmaceutical science. 

Dr. Hoffman’s work will concern the health, 
longevity, acclimatization and sanitary progress 
of the regions visited, particularly as regards 
American residents, temporarily or perma- 
nently settled under the conditions of tropical 
life. His investigations will amplify the re- 
search work of the Harvard School of Tropi- 
cal Medicine and of the American Geographi- 
cal Society, etc. Attention will be given to 
the effect of high altitudes on health and 
longevity, and in the Amazonian lowlands to 


7 


the prevailing tropical diseases, especially the 
various types of malarial fever. 

The expedition will probably take two years, 
or more, but Dr. Hoffman’s work will prac- 
tically terminate at Manas, Brazil, and actually 
come to an end at Para, from whence he 
expects to return to this country, some time 
in the fall. 
be entirely isolated from civilized sources of 
support and dependent upon its own resources. 
It goes fully equipped for such a purpose, 
while every possible provision has been made 
for the gathering of scientific material, the 
party, including an ichthyologist, and entomo- 
logist, and archaeologist, a herpetologist, a 
botanist, etc. Provision has also been made 
for the taking of motion pictures of interest- 
ing scenes and experiences. Reports will be 
made from time to time, as mail opportunities 
may be available, but a full account will be 
prepared in co-operation with a number of 
scientists in this country, after the work is 
completed. The results from a life insurance 
point of view should be of value in perfecting 
the tropical rating companies 
which accept risks on American residents in 
tropical regions. With the growth of Ameri- 
can commerce throughout South and Central 
America, the question of an equitable rating 
practice is becoming one of serious concern. 
Dr. Hoffman will have the co-operation of 
the Pan-American Union and of the diplo- 
matic and consular offices throughout the sec- 
tion to be visited. 


For some months the party will 
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OHIO FARMERS INSURANCE COMPANY 


LE ROY, OHIO 


eecesevee 


Reserved for Unearned Premiums. . 





Net Amount of unpaid losses and 


$226,190.54 
3,624,894.86 


Federal, State and Other Taxes and 


Expenses. ............. 


oeeeeeer 


$35,430.21 





Statement December 31, 1920 
New York Basis. 






Organized 1848 


Alltother Claims’: ....... ssc ee ce $21,899.30 


Reserve for Emergencies.......... 125,000 .00 

IN GENS UII ico: decssiececs, 6 cioracslevsro s.00d 1,103,441.89 

Surplus to policyholders........... 1,228,441.89 
$5,136,856.80 




























QUALITY INSURANCE For Preferred Risks 


Our new accident policy—the 


35th ANNIVERSARY 


gives all the usual coverage demanded by live salesmen (and buyers) and, 
in addition, has a new liberal and strong selling inducement in its provision of 
DOUBLE DEATH BENEFIT for accidents occurring while riding in 
PRIVATE or PUBLIC AUTOMOBILES 


20 per cent. of all accidents reported are Auto Accidents 


and no class of risk is more exposed to this hazard, through constant use, 
than the Preferred risk. They will want this policy. 


THE PREFERRED ACCIDENT INSURANCE CO. 
KIMBALL C. ATWOOD, President, 80 Maiden Lane, New York 





E. KIMBALL, Pres’t WM.C. DOOLITTLE, Asst. Secty -Treas 


CLEVELAND NATIONAL 


FIRE INSURANCE CO. 
CLEVELAND, OHIO 


Because it is a human institution, an Insurance Company cannot be greater nor better 
than the men—officers and agents—engaged in its service. 

That service is a public one, for upon these men the property interests depend for the 
protection the Company furnishes. 

There must be efficiency of the highest order a efficiency rests upon close and intelli- 
gent Rp between management and agen 

With all the facilities it can extend to agents, “™ CLEVELAND NATIONAL guar- 

antees this character of co-operation to them 

IF YOU WANT THAT KIND OF COMPANY YOU HAVE A PLACE IN YOUR 
AGENCY FOR THE CLEVELAND NATION 


ARCHIBALD KEMP, a and Manag. Underwriter. 


























eynee United States Fidelity & 





Guaranty Company 


Calvert, Redwood, Grant and Mercer Streets, 


BALTIMORE, MD. 


JOHN R. BLAND, President 
Se pea 30, 1920. 


CAPITAL ine IN ponents 


SURPLUS.. 


RESERVES............ 





. .$4,500,000.00 
«$4, 332, 069.78 


SS; 21, 705, 056.69 26,037,126.47 





TOTAL CAPITAL, SURPLUS AND RESERVE...... $30,537, 126.47 

















National Liberty 
FJusurance Company of Amertea 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 


Cash Capital... 
Assets. . 


Liabilities sn Capital. 


Net Surplus. . 
Surplus to Policy Holders. . 


manana nierides 1920. 


. ..$1,000,000 
. 12,071,029 
... 7,565,072 
.. 8,505,957 
. 4,505,957 


HEAD OFFICE: 
709-717 Sixth Avenue, Cor. 41st Street, New York. 















THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLAR V 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE. LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LiABILITY 





Established — 1869 


LONDON GUARANTEE & ACCIDENT CO., Ltd, 


F. J. WALTERS, og Monogr, 55 jomné Street, New York. 
STOKES, PACKARD, UGHTON & MITH, 
434 Walnut Street, Philadelphia, Pa. 


Resident Rep 
ELMER A LORD & CO., Residen anagers 145 Milk Street, Boston, Mass. 


INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1921 
Reserve for Unearned Premiums.................. 


OF LONDON 
ENCLAND 


F. W. LAWSON, General Manager 

















$1,229,149 .74 


Other Liabilities. sce WSs, Sissi ea 0 3,8 age eae earner IGS 279,621.66 

Capital. . Bae eRe ph oh 4 . . $500,000. 00 

Net Surplus. . ree . 920,674.65 

Surplus to lieitiitiieas.. $1,420, 674.6: 65 
Tete RMOUE. o6 cck s $2,929, 446. 05 


bags H. Palmer, President E. B. Addison, Vice President. 
. C. Lewis, Jr., Secretary Hee Palmer Hill, Asst. Secretary. 
gp C. Watson, Treasurer J. M. Leake, General Agent. 











ACTUAL MARKET VALUES USED FOR ALL SECURITIES 


Organized 1855 


January 1, 1921 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . 
Net Surplus, . 


Surplus to Policyholders, 


$1,250,000.00 
$2,086,742.08 
$3,336,742.08 





EASTERN DEPARTMENT 
D. H. DUNHAM, President 
JOHN KAY, Vice-Pres. 
A. H. HASSINGER, Sec’y 
NEWARK, N. J. 





WESTERN DEPARTMENT 
NEAL BASSETT, V. P. and Mgr 
W. T. BASSETT, Ase’t Manager 

CHICAGO , ILL. 





LIBERTY NATIONAL 


FIRE INSURANCE CO. 


of New Orleans, La. 


Authorized Capital and Surplus 
$2,000,000 


Enters the Insurance Field 
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E FIRE INSURANCE NOTES AND EVENTS | 


NEW YORK SURVEYS 

The Roof.—In Wall street one day last 
week there was 
house, the roof of which was used as a store- 
The week before there was 
a fireproof 
building which was located on the roof. The 
water used in putting this out did a good deal 


considerable damage to a 
room for supplies. 
a severe fire in the laundry of 


of damage to the floors below. There is a 
growing use for roofs, and the usual rate is 
picking up and carrying this without additional 
charge. 

More Sprinkler Equipments. — Bulletin 
1077 of the sprinkler department of the New 
York Fire Insurance Exchange shows seven 
more new equipments which have gone into 
service, all because of alarm conditions of a 
comparatively low grading, but, of course, do 
fairly effectual service. The grading of the 
seven is as follows: Four, 60 per cent; two, 
50 per cent; one, 45 per cent. 

Number of Buildings.—A recent estimate 
of the number of buildings in New York city 
by Chief John Kenlon of the Fire Department 
puts the number at 480,000. This checks up 
very nicely with the estimate made in the in- 
surance district. Some years ago a checking 
was made, and it was found that one building 
in seven was subject to a specific rating, and, 
peculiarly enough, that ratio has been main- 
tained for many years. At the present time 
there are approximately 70,000 buildings which 
are specifically rated, and seven times this 
would be 490,000 for the whole city, which 
checks very well with the Fire Department 
estimate. 


CHICAGO AND THE WEST 
Illinois Pond of Blue Goose.—The Illi- 
nois Pond of the Blue Goose has a dinner 
scheduled for the evening of June 3 in the Gold 
Room of the Hotel La Salle. The purpose of 


this meeting is to extend some form of recog- 
nition to a number of members who have been 
promoted to executive positions and for the 
purpose of extending a welcome to the coming 
to the parting members. 


and speed Those 









scheduled for recognition are A. F. Dean, H. 
C. Eddy, T. E. Gallagher, who have retired 
from their official positions. Among the hon- 
ored guests are the following, all of whom 
have recently received promotion: WW. H. 
Lininger, J. C. Harding, E. V. Law, W. E. 
Miller, A. Stinson, E. A. Henne, O. I*. Wallin, 
E. G. Carlisle, C. E. Varley, R. C. Hosmer, 
E, T. Tanner, A. W. Jenkisson, J. C. Griffiths, 
Jr., and W. M. Frank. A welcome will be 
extended to the following officials of the West- 
ern departments who have been transferred to 
Illinois from other State Ponds of the Blue 
Goose: F. B. Luce, S. H. Quackenbush, A. F. 
Powrie, R. D. Safford, C. P. Helliwell, [*. C. 
Basse, E. M. Schoen, L. C. Storey and H. W. 
soyd. 

Underwriters Adjusting Branch Opens.— 
The Underwriters Adjusting Company will 
open a branch office at Des Moines, Ia., July 
10, and will place Louis F. Isham in charge. 
Mr. Isham will be assisted by I*. \. Harvey, 
who has been State agent for the Insurance 
Company of the State of Pennsylvania in Iowa. 

Insurance Club Annual Meeting.—The 
annual meeting of the Insurance Club of Chi- 
cago was held on the evening of May 24 at the 
Hamilton Club, and was preceded by a dinner 
and entertainment. There were two tickets in 
the field, namely, the white ticket and the blue 
ticket. The sponsors for the white ticket were 
J. S. Glidden, A. T. Graham and J. B. Nowa- 
kowsky. The sponsors for the blue ticket were 
C. G. Whipple, Ross B. Whitney and William 
M. Murray. Both committees selected the 
same candidates for the following offices: For 
president, E. Irving Fiery; for vice-president, 
E. G. Whitaker; for second 
George C. Young, and for librarian, Benjamin 


vice-president, 


Richards. 


BOSTON AND VICINITY 
Sprinkler Bill Again.—Another attempt 
to change the existing sprinkler laws has been 
made in the Senator Wells, who 
offered an amendment to the bill which some 
time ago passed both branches, but which Gov- 
Wells 


Senate by 


ernor Cox has refused to sign. Mr. 


kKEINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


sought to allow the Building Commissioner of 
Boston the privilege of waiving application of 
the law—which is to compel installation of 
either sprinklers or automatic fire alarm boxes 
—if in his opinion a fire hazard does not exist. 

Blue Goose Banquet.—One hundred and 
ten members of the New England Pond of the 
Blue Goose met at a banquet given in the 
Boston Yacht Club rooms, with E. D. Marr of 
Kansas City and Paul E. Rudd of Milwaukee, 
national officers, as guests. These two men, 
with Manager Winkley of the Boston Board 
and Walter Adlard of the Massachusetts Fire 
and Marine, were the speakers of the evening. 
Twenty new candidates were voted on, and the 
organization, now but a year old, has 239 mem- 
The next meeting of the pond will be 
held early in June at Hartford, Conn. 


bers. 


Losses During Week.—Fire losses for the 
past week in this State totaled $180,000, as 
follows: East Boston, feed storehouse, $10,000; 
Lawrence, wheel plant, $150,000; East Brain- 
tree, business buildings, $20,000. 


PHILADELPHIA NOTES 


Business Quiet.—A great lull was evident 
here this week. Business in the fire insurance 
world, to say the least, was slack. The little 
improvement gained here recently seemed to 
have faded. The spring needs apparently are 
taken care of, and now everybody is talking 
good business for September. 

Insurance Library Sought.—lIf the wishes 
of many fire insurance men here are followed, 
Philadelphia should some day boast of a fine 
insurance library. At present a library of small 
size is maintained at the Fire Insurance So- 
ciety, but it could stand marked improvement. 
Some insurance men who were recently visiting 
Boston say that Philadelphia can have just as 
fine a library as the Athens of America. 
Dreams, plans for it and concerted action alone 
will produce the desired results. 


PACIFIC COAST 
Pacific Actuarial Bureau Dissolved.—The 
oard of Fire Underwriters of the Pacific, at 
its annual meeting on May 5-6, passed a resolu- 
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COMPANY division— thus making our service 

quickly available for the insuring re 
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Omaha Liberty Fire Insurance Compan ‘ 

y pany i 

OMAHA, NEBRASKA ' 

FINANCIAL ‘STATEMENT, JANUARY 1, 1921 ns 

ASSETS LIABILITIES L. 

Cash in Omice and! Banks. .......... sks sesa $107,301.11 Capital:Stok Paid itiiCashien.. 5c ccecie ace ene $250,000.00 

Liberty Bonds (par value).................... 421,350.00 Re-Insurance Reserve (N. Y. Standard)........ 204,004.41 ag 
MABSESAISEFON ISININNED 6.560 coc osc. ais 0-4) hce eves. 044d arco Os 5,000.00 Balance Due Re-Insurance Accounts........... 18,024.13 

ee nn 5,971.22 Unpaid Losses in Process of Adjustment........ 15,415.62 F 
Premiums in Course of Collection.............. 75,969.92 GTS ES ernie ee rae 4,000.00 
Real Estate Mortgage Loans.................. 103,200.00 Bills Payable and Commissions................ 4,441.48 
Due from Re-Insurance Companies............ 25,519.43 RRR Geert oc terstene urate cucrncter Sevens fara eee 248,726.04 

Special Deposit on Interest................... 300.00 "Te ere 4 

Total ——_——— PROBUS ate hairdos bea fevers ialramacay aye ies ORISTN ee $744,611.68 

0 nee cee ae AR eee ee a OE $744,611.68 DISBURSEMENTS nit 

INCOME 1920 Paid for Losses and Adjusting................. any rege 2 

Balance January 1,1920...................... 307,826.02 Paid for Re-Insurance... ........++.+-+.+.+++: 5,661. - 
cron berry cide de yaar ae ea sre0 O47 8 ss 
Premiums (Less Cancellations)................ 648,672.96 rt ns cial poe _< on Expenses......... Rien 
BEICCROSE ON AMVESEMENTS. wk. ok ee ee ce a a 12,561.56 oa a mee ne ae _ sane sib iliclaeh den 2400.00 
Furniture, Maps and Inspections.............. 1,882.31 
Total... 20.0. eee eee eee eee eens $1,349,108.19 Taxes and State Insurance Department Fees.. .. 7,863.20 
Postage, Telephone, Adv., Printing, etc........ ripe 
Gen’l Exp., Establishing Co. in Business........ 18,389.25 
ASSETS JANUARY 1, 1920 ee ee a eR Re ee $307,826.02 Other Expenditures SN eS SNe Aa eal ee YE ee ee 
DEvVideNs ANG IMLCTORE, 5 ok sek cs cc ee Se aes ,210.8§ 
ASSETS JANUARY 1, 1921................. 744,611.68 = Balance... ....-. eee ese celle reece eee eee 744,611.68 
INCREASE DURING 1920.................. $436,785.66 <1 (0 7 | LR en OP ee Pee es Ra ee $1,349,108.19 

P. F. ZIMMER, President R. J. WACHTER, Secretary 
L. A. BURNETT CO., Managers Eastern Dept., 223 Fourth Ave., Pittsburgh, Pa. 
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tion dissolving the Pacific Actuarial Bureau 
and combining its functions with those of the 
regular actuarial department of the Board. 
Elliott Middleton, manager of the Pacific 
Coast Actuarial Bureau, will be given charge 
of the Board’s actuarial department. 
Federation Head Re-elected.—The Insur- 
ance Federation of California, which recently 
held its annual meeting in San Francisco, re- 
elected Thomas H. Anderson, Pacific Coast 
manager of the Liverpool and London and 
Globe, as president. J. C. Levy was elected 
first vice-president ; David Duncan, second vice- 
president; G. W. Cartwright, third vice-presi- 
dent; L. S. Hotchkiss, fourth vice-president. 
Edwin Parrish was elected treasurer. The ex- 
ecutive committee consists of Alex Field, chair- 
man; E. G. Landis, C. A. Henry, Joy Lichten- 
stein, A. S. Holman, Burt L. Davis and W. H. 
Davis. —— 
Omaha Liberty Fire Insurance Company 
The Omaha Liberty Fire Insurance Com- 
pany of Omaha, Neb., closed the year 1920 with 
assets aggregating $744,612, of which sum 
$408,726 represented surplus to policyholders, 
including $250,000 capital. The reinsurance 
reserve on the New York standard was $204,- 
004. The company began business in 1919, but 
1926 was its first full year. Last year its pre- 
mium writings, less cancellations, amounted to 
$648,673, of which sum it paid $175,662 for re- 
insurance, while its payments for losses and ad- 
justment expenses only amounted to $164,887, 
and its losses incurred were less than $178,000, 
or under thirty-eight per cent of net premiums. 
Among the company’s assets are noted 
Liberty bonds valued at $421,350; mortgage 
loans, $103,200, and cash, $107,301. The in- 
crease in assets last year exceeded $436,000. 
The officers of this enterprising company, 
which is rapidly taking an important place 
among Western companies, are: President, 
P. F. Zimmer; secretary, R. J. Wachter. The 
L, A. Burnett Company of Pittsburgh is man- 
ager of the company’s Eastern department. 


Becomes Head of Casualty Underwriters 


Board in California 

lhe Casualty Underwriters Board of California, at 
its recent annual meeting, held in San Francisco, 
elected Kenneth Spencer president. Mr. Spencer is 
Pacific Coast manager of the Norwich Union Indem- 
nity Company. He succeeds Joy Lichtenstein, who 
had served two terms as the Casualty Board’s presi- 
dent. 


RULING BY T. M. HENRY 





Business Must Be Offered to Missis- 
sippi Companies First 





ORDER AIMED AT GLOBE AND 
RUTGERS 





Can be Offered Outside, If Rejected by 
State Companies 


T. M. Henry, Insurance Commissioner of 
Mississippi, May 21, addressed a letter to all 
licensed fire agents in Mississippi, calling at- 
tention to the brokerage laws of the State. The 
letter, which was made public through the 
State newspapers on Sunday, reads as follows: 


From section 2€09 of the Mississippi code of 
1906, full text of which is herewith enclosed 
you, it will be noted that agents are positively 
forbidden from selling insurance in any com- 
pany not licensed in Mississippi until it has 
been offered to all companies that are licensed 
and declined by them. 

After this tender and refusal, inder the pro- 
vision of the law, agents have the privilege of 
offering the business to such unlicensed com- 
panies as they feel disposed to, this being 
largely their own responsibility. 

Of course, as you understand, agents cannot 
broker the insurance until they have paid the 
twenty dollars’ privilege tax license, as pro- 
vided for and filed a bond in a surety company 
for two thousand dollars to guarantee the State 
the four per cent tax on the premiums under a 
report to be made in January of each year, and 
to guarantee the strict compliance with the 
statute. 

Under section 2607 of the code of 1906, the 
company or agent is required to make a report 
each month of the business written in un- 
licensed companies, but not required to remit 
therefor until the following January. 

This is important for two reasons: First, 
the companies licensed in Mississippi are en- 
titled to the business where they can write the 
same, and the purchaser of the insurance in the 
second instance is entitled thereto at the lowest 
rate possible, and to purchase it without pay- 
ing an additional ten per cent, if he can do so, 
as it is understood that some of the unlicensed 
companies are proposing to charge ten per cent 
over the regular rate. If these companies, to 
commence with, charge ten per cent in addition 
to the rate heretofore paid, there is nothing 
to prevent them from charging any rate they 
see fit. 


While no names are called, and no companies 
are specified, it is generally understood, both 
in Mississippi and in New Orleans and Mem- 
phis, that Mr. Henry’s communication is di- 


rectly aimed at the Globe and Rutgers and the 
North River, as these companies have resumed 
writing in Mississippi at an increase of ten per 
cent over the old tariff rates, the policies being 
issued out of the State and sent to the local 
agents for delivery. 

Under the ruling of Commissioner Henry, all 
agents of the companies named will have to 
offer risks first to the companies now operating 
in Mississippi before said risks can be brokered 
out of the State. 


Little Rock Insurance Club Elects 
Little Rock Insurance Club has elected the following 
officers: A. A. Condray, president; Emmett L. Darr, 
vice-president; Frank Kavanaugh, secretary-treasurer. 
Retiring officers were: J. M. Andrews, president; P. 
I. Allen, vice-president, and James E, Hyatt, secre- 
tary-treasurer, 
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68th ANNUAL STATEMENT 
JAN. Ist, 1921 


ee $1,000,000.00 
Ameete.. 225... 7,482,209.76 
Liabilities...... 4,868,117.15 


Net Surplus to 
Policyholders. 2,614,092.61 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 


New York State 
F. F. Buell, S. A., Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, Watertown, N. Y. 


New England 
Geo. Shaw, S. A.,116 Milk St., Boston 
H. H. Landon, 116 Milk St., Boston, Mass 


Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 


N. Y. Sub’n and Northern N. J. 
Jas. J. Garland, 514 Eighth Avenue, Brooklyn 
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F. M. MACHMER 


President. 





City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 
Organized 1870 








Cash Capital $600,000 


A. F. O’DANIEL, 


Secretary and Underwriting Manager. 
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FARM MORTGAGES 


for the investment of their surplus funds continue to have the preference with 



































the larger life insurance companies. 

The dependability of these securities coupled with the attractive net 
interest yield make them more interesting than any other form of investment 
at the present time. 

These companies have learned by long experience that this security is 
unquestioned when the loans are made upon a conservative basis and through 
channels having the necessary equipment to safeguard every detail entering 
into the negotiations of the loan. 

The F. B. Collins Investment Company has served many of the most 
discriminating life insurance companies satisfactorily for years. 

The company specializes in the Southwest where total crop failures are 
unknown and where land values are relatively low. 

Today Collins Farm Mortgages net investors seven per cent per annum 
on ten year loans. 

Thousands of issues of new securities come into the market each year. 
They are tested, investigated and purchased by the investing public. But 
the supreme test, the final judgment, is the judgment of time. 

For thirty-seven years the Collins Farm Mortgages have stood the acid 
test of time without the loss of a penny to any investor. 

Why buy anything else? 

Our Booklets ‘‘Why Collins Farm Mortgages are Safe’’ and ‘‘As Others 
See Us’’ will tell you all about us. Sent free for the asking. 


THE F. B. COLLINS INVESTMENT COMPANY 


Members of the Farm Mortgage Bankers’ 
Association of America 


727 Monadnock Block, Chicago 
Home Office: Oklahoma City, Oklahoma 





8% 
Collateral Trust Bonds 
$100 — $200 — $500 
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| NEW YORK AGENTS IN LIVELY SESSION 





Two Active Days of Business and Speechmaking at Syracuse Before Large 
Attendance 





F. L. GARDNER OF POUGHKEEPSIE SUCCEEDS F. V. BRUNS AS PRESIDENT 





Thomas B. Donaldson, Jesse S. Phillips, Robert P. Barbour and G. E. Turner Principal 
Speakers—Strict Membership Agreement Adopted 
The meeting of the New York State Asso- the New York Assembly and is chairman of 
ciation of Local Insurance Agents held in the the insurance committee in that body. 


Hotel Onondaga at Syracuse on Wednesday, The position of vice-president was filled by 
Thursday and Friday of last week was a de-_ S. Carlisle Goodrich of Newburgh, and the 
cided success, this being due to the energy of following were elected directors: W. L. Austin, 
Frederick V. Bruns and Eugene Beach, re- Albany; G. L. Amsden, Rochester; W. C. 
spectively president and secretary of the or- Bagg, Utica; H. A. Carey, Ithaca; A. C. Ed- 


ganization. Mr. Beach was re-elected to his wards, Sayville; E. T. Ellis, Niagara Falls: 
position during the closing session, and Frank (CC, W. Brown, Cortland; F. V. Bruns, Syra- 
L. Gardner of Poughkeepsie succeeded Mr.  cuse; Carroll Keeton, Elmira; Glenn Johnson, 
Bruns as president, the latter having served two Syracuse; A. T. Matthews, Watertown; E. H. 
arduous terms. Mr. Gardner is a member of | Hawley, Buffalo; W. H. Pelton, Olean; E. P. 
Schaffer, Mt. Kisco; R. F. Gilmour, Schenec- 
tady; E. H. Warner, Buffalo; W. H. Hecox, 
Binghamton; E. R. Armstrong, Middletown. 


THE SUPERIOR The first official event was a get-together 


dinner in the Rathskellar of the hotel, which 
FIRE INSURANCE co was well attended and greatly enjoyed. Several 
* entertainers helped provide amusement during 

PITTSBURGH the evening. 
The meeting on Thursday was opened by 
President Bruns, who introduced W. E. Allis, 


president of the Insurance Agents Club of Syra- 
cuse, who gave a short address of welcome. 


A. H. TRIMBLE, President President Bruns next gave his annual report. 
EDWARD HEER, Sec’y & Treas. In this report he stressed particularly the need 
of an agency qualification law to rid the State 
of undesirable agents. He made mention of 





Incorporated 1871 





r the number of university courses in insurance 
Why not make room in your that are being given and suggested supporting 


agency for a conservatively-man- resolutions. 


aged, medium-sized American He also mentioned the branch service of- 


% e i fices being established by companies and also 
Company whose indemnity, treat- of the practice of appointing surveying agents. 


ment of agents and assured, will Both practices he believed inimical to the Amer- 
ican agency system. He recommended a 15 


bear inspection for nearly half a , Re 
per cent straight commission and a Io per cent 


century ? contingent, in the belief that what he called 
“shoestring” agents could thus be driven out 

ree $500,000.00 of the business. 
He reported that the problem of non-schedule 
Surplus to Policy companies had been taken up with the Eastern 
Fioldees. ....:... $981,011.90 Union, with the result that new schedules are 
now being completed and will be submitted 
Assets............. $2,644,765.88 within a few months. Mr. Bruns believed that 


important changes in the State rating system 


Speaking of the mutual and reciprocal situa- 
tion, Mr. Bruns voiced the belief that all at- 
tempts to combat it so far had resulted in 
complete failure. Later events in the meeting 
and lobby conversation made it plain that all 
the agents present were of the same belief. 


SECRETARY'S REPORT 

Secretary-treasurer Eugene Beach reported 
immediately following the president. He 
found a total membership of 647, all of whom 
had paid their dues. He reported a balance 
of over $700 in the treasury, but stated that 
this would be more than wiped out were the 
requested subscription to the deficit of the Na- 
tional Association paid, as that sum amounts 
to about $1200. Mr. Beach fully explained the 
new financial plan of the National Association 
and showed why there exists the great neces- 
sity for raising the dues. 

He proposed that the association issue a 





The Liberty Fire 


Insurance Co. 
Statement, Dec. 31, 1920 


Total Liabilities $491,607.98 
Capital Stock.. 200,000.00 
Net Surplus... 244,784.97 





Total Assets... $936,392.95 


LINES WRITTEN 
Fire, Lightning, Tornado, Rent, 
Use and Occupancy 


Automobile Fire Floater 
Riot and Civil Commotion 


The Surplus will be further in- 
creased from time to time as 
business warrants. 


Home Office 


TITLE GUARANTY BLDG. 
ST. LOUIS, MISSOURI 











might be expected at that time. 
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MICHIGAN'S 
TWO PENINSULARS \ 









e@Grand Rapids 
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INSU COMPANIES ¢ §4 


OF AMERICA 










HOME OFFICES GRAND RAPIDS 


J.FLOYD IRISH . HARMON J. WELLS 
SEc’y AND MANAGING UNDERWRITER COLON -. LI LLIE Srecy AND GENERAL MANAGER 
PENINSULAR FIRE INS. CO, PRESIDENT PENINSULAR CASUALTY INS.CO. 





MORTGAGE LOAN DEPARTMENT 


DETROIT 
COMFORT A. TYLER, Manager 
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COURAGE—PATIENCE—ADAPTABILITY 


These are three qualities that wring success out of any proposition. Possess- 
ing these three qualities, success must and will crown our efforts. 


COURAGE. The men behind Michigan’s Two Peninsulars have courage 
but not ‘‘dare Devil” rashness. They are not willing for the sake of quick 
returns to load up on “Special Hazards’. ‘They don’t propose to rush in 
where ‘‘Angels dare not tread’. They are willing to be guided by the ex- 
perience and judgment of those who have gone before. It takes courage to 
throw out cash premiums but ‘‘Michigan’s Two Peninsulars” have that 
kind of courage. 


PATIENCE. Patience conquers all things. The Peninsulars don’t ex- 
pect to get to the top at once. They are willing to grow and wait. Give 
such service that will make friendship. Ignore questionable practices and 
play the game square. They are not in the game to beat anybody but to 
play the game with them. Nothing can defeat this policy. It is bound to 
win. Youcan tie up with such companies with the assurance that you have 
found something reliable and substantial. 


ADAPTABILITY. Adaptability is the faculty of adjusting your proposi- 
tion to existing conditions. It means selling what the people demand. It 
means not trying to destroy the agent’s personality or his method of doing 
business. It means not always forcing things your way when the other 
fellow’s way is just as good, and perhaps better. It means respecting the 
rights and practices of others if they are correct and reasonable. It means 
treating others as you would like to be treated. It means getting into the 
game in such a way that you will be welcomed, not merely tolerated. That 
is what Michigan’s Two Peninsulars are doing———giving such protection and 
such service that you will welcome them. 




















SPECTATOR 





Thursday 








| 




































Just the Book for Students 
in the Coming Examinations 


New, Improved and Greatly Enlarged Edition of 


Fire Insurance Inspection asd Underwriting 


By C. C. DOMINGE and W. O. LINCOLN 


Associate Members, National Fire Protection Association 
Members, Insurance Society of New York 





3200 DIFFERENT SUBJECTS TREATED 
NUMEROUS ILLUSTRATIONS 


A Complete Text and Reference Book for 


Fire Insurance Inspectors and Underwriters, Students, 
Firemen and Others Interested in Fire Prevention 





Insurance Terms Defined 
Standard Policy Thoroughly Explained 
Special Forms of Insurance Analyzed 
Chemicals and their Hazards Described 
Manufacturing Processes & Special Hazards Listed 


Alphabetically Arranged—Printed on Thin Paper—Bound 
in Flexible Covers—Just the Book for the Under- 
writer in Office or Field 


PRICES 


Flexible Binding, $5.00 
De Luxe edition, thumb indexed, $6.50 


THE SPECTATOR COMPANY 
PUBLISHERS 
CHICAGO - - - - - - - - NEW YORK 

















A NEW SALESMANSHIP GUIDE 


THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


BY JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 





Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 





WANTED—THREE 
Three General Agency Contracts Open 
Northern Missouri—Illinois—Pennsylvania 


WRITE 
W. FRANK SMITH, Agency Manager 


AMERICAN NATIONAL ASSURANCE CO. 





St. Louis, Mo. 








GEORGE WASHINGTON LIFE INSURANCE CO. 


Charleston, West Virginia 


We have attractive Agency openings in the State 
of Tennessee. If you are in earnest, address: 


D. P. WADE, STATE MANAGER 
JOHNSON CITY, TENN. 























THE WOMAN’S BENEFIT ASSOCIATION 


OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 


Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 240,000 

The Reserve Fund is $14,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

its Reviews are Social and Welfare Centers 


Write for information to: 


Miss Bina M. West, Miss Frances D. Partridge, 
Supreme Commander, Supreme Record Keeper, 
Port Huron, Michigan Port Huron, Michigan 





EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states of 
~— and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 


Thos, F. Daly, President DENVER, COLORADO 





FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 
Charter Perpetual 


(LE OS es ee eect y eae $1,000,000 
PN Se ono talon ecarsiecnist ven imi setae eee ice 16,189,923 
Reserve’and other Liabilities........... 11,318,327 
UGE MMMEIUNER a. oa og 2 hccuios aieie daa hisses Kos 3,871,596 
Surplus to Policy Holders.............. 4,871,596 
E. C. IRVIN, President. (spall na 
J. W. COCHRAN AVice-President. LA 

4 


JNO. B. MORTON, 2d}Vice-President. vA 
M. G. GARRIGUES, Secretary and Treasurer. 
R. N. KELLY, JR., Assistant Secretary. = 





REASONS FOR AND PSYCHOLOGY OF VA- || 
RIOUS METHODS OF APPROACH, CLOSING, | 


and General Arguments for solicitation 











A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 





THE SPECTATOR COMPANY 
PUBLISHERS 
Chicago Office: 135 William Street 
Insurance Exchange New York 
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COMBINATION 
ONTRACTS 


“3 ]” 
LIFE 
HEALTH 


ACCIDENT 
NE POLICY 
NE = REMIUM 
—PAYS— 

DOUBLE DEATH 
BY ACCIDENT 


Loss of Hands, Feet, 


Admitted Assets Jan. 1, 1921 
N $2,712,200.00 





Northern Life Building 
SEATTLE, U.S.A. 





yes ; 
Permanent Disability 


D.B. MORGAN | HOME OFFICE, SEATTLE, U.S.A. | 4.04, Denellts i, 
President Reliable Representatives Wanted paca e Accident 
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year book containing the proceedings of the 
annual meeting and a list of the paid member- 
ship. The executive committee later adopted 
this suggestion, proposing to pay the expense 
by means of advertising. 

Ik. H. Warner reported for the casualty sec- 
tion of the executive committee. His report 
mainly dealt with the mutual situation, it be- 
ing his belief that the final processes of ad- 
justment will force many of them out of busi- 
ness. 

S. Carlisle Goodrich reported for the fire 
section of the committee, saying that it was 
still considering problems growing out of mu- 
tual competition, mutual reinsurance and cut 
rates. 

Robert F. Gilmour reported for the legisla- 
tive committee, which was comparatively in- 
active during the year. Due to the vigilance 
of the insurance committee of the legislature 
there was only one bill that needed attention, 
and so many other organizations were opposed 
to it that the aid of the agents’ association was 
hardly necessary. He ‘recommended that the 
next committee consider the matter of strike 
insurance, with a view to possible legislation. 

The meeting at this point took up the value 
of local organizations, short talks on the sub- 
ject being made by Mr. Allis of Syracuse, Car- 


ExnwE 


xt 
a 


3 





roll Keaton of Elmira and Charles W. Brown 
of Cortland. Mr. Allis was able to refer to 
the accomplishments of the Syracuse club, 
which has interested itself in civic improve- 
ments which would make for fire prevention 
and also has inaugurated safety programs in 
the schools and factories. Mr. Brown reported 
that his organization was getting out a credit 
hook which was expected to be of value. 

E. S. Hawley of Buffalo resented the sug- 
gestion that a club is better than a board, and 
proved his point by asking the members of the 
Buffalo board to rise. There were a surpris- 
ingly large number present. 


THE FINAL SESSION 

At the afternoon session Henry A. Carey of 
Ithaca read a letter from Marsh & McLennan 
to employees of the New York Telephone Com- 
pany relative to an agreement under which em- 
ployees of the latter company are to secure 
automobile insurance at 30 per cent off the 
manual rates. Cancellations are to be made 
pro rata rather than by the short rate table. 

The reading of the letter created consider- 
able discussion and led to the matter being re- 
ferred to the executive committee with power 
to act. 

The problems attendin; 


x the handling of in- 


vi 
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(PENNSYLVANIA STANDARD) 
JANUARY 1, 1920 


Agents vite Fire, Tornado: Rent, 
Business Interruption, Leasehold, 
Profit, Sprinkler Leakage, Explosion 
and Riot Insurance, also Automobiles. 
against Fire, Theft, Collision and Prop-| 
erty Damage, find the NATIONAL | = 
UNION a valuable acquisition. 4 
ful service and surprisingly good facil- 
ities are accorded as a matter of course. 
For enterprising agents it is a good. 
Pompany. by every test that counts. | 


was also referred 
to the executive 
committee. 
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a slight. change. 
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agreement clause 
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rules and rates of the territory, could sign it. 

Several Canadian agents present were given 
an official welcome. 

G. E. Turner, counsel of the Casualty In- 
formation Clearing House, spoke at some 
length upon the functions of that organiza- 
tion. Mr. Turner is strongly of the belief that 
the situation requires a great deal of thorough 
study in fundamentals before real constructive 
work can be accomplished. He gave the agents 
several useful pointers which were hinged upon 
recent events. He was given an ovation upon 
the completion of his address. 

Frank L. Gardner, chairman of the insur- 
ance committee of the New York State As- 
sembly, spoke for a few moments upon the 
workings of that body. 

Thursday evening was taken up with the an- 
nual banquet of the association, at which the 
chief guests were Jesse S. Phillips, Superin- 
tendent of Insurance of New York; Thomas 
B. Donaldson, Commissioner of Insurance of 


Pennsylvania, and Walter Bennett, secretary 


of the National Association of Insurance 
Agents. Mr. Bruns, in his opening remarks as 
toastmaster, declared that the presence of two 


State officials was unprecedented. 

Mr. Bennett was the first speaker, recollect- 
ing that the previous meeting was the scene of 
his initiation into the business. He was fol- 
lowed by Mr. Phillips, who said that he be- 
lieved it to be the function of the association 
to drive out the unfit and unworthy. He said 
that the association could be and is a great help 
to supervising officials. He then proceeded to 
a discussion of the merits of legislation to cor- 
rect agency problems, and stated that he is 
strongly of the belief that it is up to the com- 
panies to eliminate the part-time man rather 
than the legislature. They could settle the 
problem any time, he said. ; 


R. P. Barsour GIvES PRACTICAL TALK 

Fred B, Ayer of Cleveland spoke for a few 
moments relative to the expenditures of the 
National Association. He was followed by 
Mr. Donaldson, who touched upon several sub- 
jects in the course of a rapid-fire talk. First 
speaking in favor of the nationalization and 
internationalization of insurance, he later said 
in relation to the agency qualification problem 
that “the companies can never be depended 
upon to regulate anything—it must be pounded 
into them.” He said that one company in 
Pennsylvania had weeded out more than one 
thousand agents in 1020 and produced more 
Susiness than ever with those remaining. In 
regard to the question of mutual competition, 
Mr. Donaldson said that he believes that the 
present method of warfare between the differ- 
ent types of insurance is disgusting to the 
Sublic. 

The meeting went into executive session Fri- 
“ay morning until 11 o’clock, when Robert P. 
Barbour, secretary of the North British and 
Mercantile Insurance Company, was_ intro- 
duced, President Bruns referring to him as an 
author whose book, “The Agent’s Key to Fire 
Insurance,” published by The Spectator Com- 
pany, is of great value to agents, he said. 
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OUR INTEREST RATE 


7.24% is the rate of interest earned in 1920 on 
our mean ledger assets. Funds invested in the 
safest securities—farm mortgages. Values do not 
fluctuate—always worth 100 cents on the dollar. 


Other Significant Facts in the Agent’s Favor 


—A New Accident and Health Department. 


—Free Service of Home Office Group Insurance Specialists who 
give you assistance in your territory. 


—A Sales Service Department that has one purpose — to increase 
your sales. 


—Limit extended to $300,000 on one Life. 

—Both Non-Participating and Participating Policies. 
—Provision for Substandard Business. 

—Policies that carry every up-to-date feature. 
—Liberal Agency Contracts. 


Over $110,000,000.00 New Business Paid-For in 1920 


Our Agents Participate in Our Prosperity 








MISSOURI STATE LIFE INSURANCE CO. 


M. E. SINGLETON, President 
Home Office St. Louis, Mo. 





Unless you “‘say something’ how will we know you are interested? 
Send for our Annual Statement. Address—Agency Department. 
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OPPORTUNITIES 


Chapter from New Book by John S. 
Tunmore* 


SELLING A BIG, BULLY GAME 


Salesman Must Possess Spirit of the 
Business 


In addressing the Princeton students recently, 
Charles M. Schwab said: 

“You boys will all, of course, have to start 
work upon a salary, but the quicker you get 
out'of working for a salary, the better for all 
concerned.” 

This is the advice of a man who, among men 
in his own line, has concededly been successful 
perhaps to a greater degree than any one of 
his time. 

The opportunities of selling as a business 
career are so great that it is difficult to estimate 
the reward which it holds out to the ambitious 
man possessing the necessary qualifications. 

Dr. Crane, that most practical of writers, 
says of salesmanship: “The art of success 
consists in making people change their minds. 
It is this power that makes the efficient lawyer, 
grocer, politician or preacher. 

Selling things, commercialism, business, is 
not a law affair; it is a great, big, bully game. 
It is a thoroughly American game, and the most 
sterling qualities of Americanism are devel- 
oped by it, when it is carried on fairly and 
humanely., 

“There is incitement in it for all your best 
self, for your honesty, perseverance, optimism, 
courage, loyalty and religion. Nowhere does a 
MAN mean so much Get out and 
make people buy your goods. Get in the game; 
it beats football.” 

A bank president is a better man for his 
bank, and is apt to understand the problems 
which he has to encounter arising in his busi- 
ness, if he has been fortunate enough earlier 
in his career to have solicited accounts. A 
steel man like Schwab is a far stronger man 
for his great interests by having started at 
the bottom and learned the rudiments of his 
business. 

The very man whom Mr. Schwab points out 
as an example in talking to the Princeton 
students (he referred to Eugene Grace) started 
shoveling coal. Baseball fans may recall him; 
he came down and played ball at Princeton. 
He was a shoveler of coal with an electric 
crane, and in describing Mr. Grace’s prominent 
characteristics, Mr. Schwab observes: “When 


*“The Art of Selling,” published by The Spectator 
Company. 


Mr. Grace said this or that, you would know 
that they were absolute facts—good, bad or in- 
different—and to-day he stands among the 
great business men of New York and this 
country with the reputation of being a man of 
absolute integrity, and a man upon whom 
everybody can place the greatest possible con- 
fidence.” 

Mr. George T. Dexter, vice-president of the 
Mutual Life Insurance Company of New York, 
in a recent bulletin to the field force, says: 
“For more than twenty years the late Rear- 
Admiral Peary’s determination was implicitly 
fixed on his ultimately reaching ‘the top of the 
world.’ For more than twenty years the soul 
of Peary declared, ‘I can and I will!’ And he 
won!—as countless men have won who had a 
goal, persistence, self-faith, and a victor’s will.” 

Perhaps the most important thing that a man 
should have in order to be really successful in 
selling is to have an unlimited amount of confi- 
dence in the article which he expects to sell, 
whether it be steel, machinery, bonds, life in- 
surance, books or dry goods, and his confidence 
should be so superinduced with conviction 
based upon accurate knowledge that no argu- 
ment upon the part of anyone can shake his 
confidence, for he will have great need of this 
in times of occasional depression. 


Basis oF CONFIDENCE 


In order to maintain this confidence, it is 
essential, of course, that the article for sale 
must be of the most genuine character, so that 
it can be sold without misrepresentation. Many 
things, of course, are sold by false warranty, 
but neither the concern which produces the 
product nor the salesman who sells it can hope 
for permanent success. The fact is, the sales- 
man must have a sound basis for his confidence 
and for his enthusiasm, or he cannot expect to 
be permanently successful. 


HONESTY 


In so far as the presentation is concerned, it 
is far wiser to underestimate the merits of 
your goods than to make a single statement 
which may justify your customer in having a 
comeback, or in claiming that your warranty is 
false. If he can prove his case he has recourse 
in law, but even if he cannot prove misrepre- 
sentation he is apt to be through with you and 
your goods, and this will do you incalculable 
harm. 

Honesty is not only the Best Policy, it is the 
Only Policy that will bring you lasting success. 
Let the salesman who would be genuinely suc- 
cessful, therefore, be upright in all his trans- 
actions and scrupulously careful that his pre- 
sentation is strictly on the level. 
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LOCAL ADVERTISING 


Name of Company and Local Agent 
Should Be Used 


GENERAL OFFICE ADVERTISING UN- 
PRODUCTIVE 


Policy With Selling Agent’s Name Neatly 
on it Effective 


The local agent is the business getter, and 
he, rather than the general agent, or even the 
company, should be advertised. 

Policyholders and prospective policyholders 
do not care whether Brown & Black or Green 
& White are the general agents of the com- 
pany that protects them. It is doubtful if a 
policy a year is written by virtue of direct ad- 
vertising of a general office, and if the gen- 
eral agent’s name must appear on blotters, 
statements, and similar advertising matter, it 
should not do so at the expense of the local 
agent’s name. 

Is it worth while to dwell upon the record 
of the Greatest Insurance Company without 
at the same time telling the people where they 
can get one of its policies? If you made 
shirts which were sold through only one store 
in each city, would you advertise your brand 
in those cities without any mention of the 
store that handled it? Would you mention 
the name of the wholesaler or jobber in an- 
other city? 

Is it effective advertising to send out neatly 
printed advertising, blotched by a half-illegible 
agent’s rubber stamp, neither the type nor ink 
of which harmonizes with the rest of the 
circular? Will the agent distribute such 
matter as carefully as he would the same thing 
with his name, address and slogan made a 
prominent part of it? Would you? 

It seems that it would be a simple matter 
to have a plate made for each agent, and affix 
his name and address to every piece of paper 
sent his office for use; suppose I send for fifty 
policies—why not run them through the press, 
and send me a policy which displays my name 
in such a manner that I can be proud to de- 
liver it to a client? The same plate (it need 
not be engraved) might finish blotters, state- 
ments, cards, stationery, reports and other 
forms, That would increase my importance 
in the eyes of my clients, by making me ap- 
pear to be a substantial and recognized part of 
the company; it would prevent any question as 
to my authority; it would make me feel like 
an individual, instead of an agency number; 
it would protect the company—anyone can 














write his name as agent, and apply a rubber 
stamp or sticker label; and it would identify 
anything sent from my. office, should I fail to 
sign. my name. 


APPEAL TO THE AGENT, Not Pustic 


A little gift, sent to the local agent, in token 
of gratitude for his work, either from the 
company or from the general agent, will very 
likely be appreciated, and may cause the local 
to place a few extra policies where they may 
express his appreciation; but, to be fully ef- 
fective, something with a personal touch, 
something that will be used constantly, and 
furnish a reminder of the donor, should be 
given. The giver’s name may be affixed, but 
it should not be so conspicuously placed as to 
make the gift appear a mere advertising dodge. 
Few men need more than eight or ten bill 
folds and paper weights (the usual form of 
such gifts) although an unique appliance or 
ornament for the desk is perhaps the best con- 
stant reminder. 

Orrice HeE.ps 

Other things being equal, the local agent will 
give new business to the company which has 
made it easiest for him to fill in the policy. 
Most companies now use the triplicate sys- 
tem, permitting the policy, report, and agent’s 
record to be written at one operation. The 
agent’s record should be an exact duplicate of 
the daily report. The information that the 
home office wants may be of value to him when 
there is a loss, or when the policy is renewed, 
or additional insurance is wanted. 

It is less trouble to number the reports and 





WANTED 


to get in touch with Life 
Insurance «Agents and 
General Agentsfor State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 














Insurance Sales Letters 


Open the way to real business—create a been 
realization of the walue of adequate insurance and 
prepare the way for a personal eall to close the appli- 
cation. More than 400 salesmen are using Hull's 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
any official writes, “‘Am well Pleased with the letters. 
hall be able to make effective use of them.” Re- 
quest particulars—aak for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








records when the policy is numbered, than it 
is for the agent to do so, and more accurate. 

Riders never improve the appearance of a 
policy, and this is especially true if they are 
long enough to extend below the bottom of the 
policy proper. Short forms are desirable. 
Long riders are sometimes necessary, but their 
use can be facilitated by raising the pasting 
space—that is, the heading and formal part of 
the policy usually take up more space than is 
necessary. The higher the riders are pasted, 
the better, but the forms should be so printed 
that they will not be pasted where the policy 
must be folded. Try folding papers along the 
line of paste, and you will see what is meant. 

Policies are now made to accommodate type- 
writer spacing, but too often riders, endorse- 
ments, reports and the like are not. Where less 
space is available, half the usual typewriter 
space (single space as your stenographer calls 
it) may and should be used. 

If an agent represents a large number of 
companies it is annoying for him to receive a 
communication on which only the name of the 
general agent appears; he cannot always recall 
which of his companies is represented by Black 
& White, and so does not understand the letter. 
The agent who receives an inquiry about policy 
19874 without reference to any company, and 
signed by the general agent only, can hardly 
be blamed for not replying “by return mail.” 
This is not so unusual as might be supposed. 


SUMMARY 

The essence of these suggestions is this: 

Advertising of the general agent’s office 
should be directed exclusively to the local 
agent, and can have but little effect elsewhere. 

Advertising the company is somewhat more 
important, but local advertising should always 
include the agent’s name. 

Advertising the local agent is the important 
thing; he controls the business, and if you 
help him get it he will give you your share 
(perhaps more) of what he controls. 

Help the local agent in every possible way, 
and to such an extent that he prefers to give 
you the business, because it is easier for him 
to do so than to give it to anyone else. 

The public thinks of the local agent, and the 
agent of the company, except in those compara- 
tively rare instances where the insured is per- 
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sonally acquainted with the general agent or 
has received such assistance or accommodation 
that he feels acquainted. 


Reports High Mortality Rate 

The Massachusetts Mutual Life reports an 
exceptional decrease in mortality, the figures 
for January of this year being lower than for 
any January during the existence of the com- 
pany. The 1921 ratio was only thirty-eight per 
cent. The combined mortality rate for the first 
two months of this year was forty-six per 
cent, as compared with eighty-two per cent for 
January and February in 1920. 
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Prompt Service 





The denned for an outlet for excess on Life Insurance 
Policies has been met by 


THE REINSURANCE LIFE COMPANY 
OF AMERICA 


‘DES MOINES, IOWA, 


REINSURANCE ONLY 


Full Coverage 








H. B. HAWLEY, President 


F, D. HARSH, Secretary 











HOLDS SALE CONGRESS 


Two Hundred Attend Meeting at 
Chattanooga, Tenn. 








WELCOMED BY MAYOR CHAMBLISS 





Commissioner R. Carden and Orville Thorp 
Among Speakers 

Over two hundred life insurance men at- 
tended the One Day Sales Congress held in 
Chattanooga on May 20. Attention and in- 
terest were manifested from start to finish, 
speakers and audience alike evincing unusual 
enthusiasm. 

The program opened with an invocation by 
Rey, John W. Inzer, National Chaplain Ameri- 





Perfect Personal Protection 
The Combined 


Life, Health 


and 
Accident Policy 
Issued only by the 


Niagara Life 
Insurance Co. 


Protects Both Yourself and Your Dependents 





HOME OFFICE 
Niagara Life Building, Buffalo, N. Y. 


Reliable Live Wire Agents Wanted 





EDWARD H. BURKE, 
Presidentand General Manager 














can Legion, who announced to the assembly that 
he had put himself through theological seminary 
by selling life insurance. 

The Hon. A. W. Chambliss, mayor of Chat- 
tanooga, extended a hearty welcome to the 
visitors. Mr. Chambliss was followed by Hon. 
Robert L. Carden, Insurance Commissioner of 
Tennessee, whose subject was “A New Day in 
Life Insurance.” Mr. Carden expressed the 
view that government insurance for soldiers 
had been a splendid advertisement for insur- 
ance, and thought that the growth of the in- 
stitution since 1917 had been largely due to the 
fact that the government had stressed the need 
of protection by the war risk act. He pointed 
out the fact that in 1919 there was $134,000,000 
life insurance in force as against $191,000,000 
at the close of 1920. 

Orville Thorp, president of the National 
Association of Life Underwriters, followed 
Mr. Carden, telling of association plans and the 
service the association expected to render to its 
members in future. Four lines of service un- 
derwriters owe their customers, said the 
speaker, are—service to old policyholders in pre- 
venting lapsation, insurance to assist business 
credits, insurance to meet the obligations of 
national and State inheritance taxes, and in- 
come insurance. 

Other speakers were E. Y. Chapin, president 
of the American Trust and Bank Company of 
Chattanooga, whose subject was “Life Insur- 
ance From a Banker's Viewpoint,” and J. H. 
Smith of Nashville, who told “How to Get 
the Application.” Darrah Kelley and William 
Thornton, agency secretaries of the Volunteer 
State Life, extended the invitation of that com- 
pany to the assembly to a luncheon, which was 
given at the Patten hotel. Minor Morton, the 
company’s vice-president and agency manager, 
did the honors of the occasion, presiding at the 
luncheon. 

At the afternoon session, Winslow Russell, 
vice-president and agency manager of the 
Pheenix Mutual, spoke on “Measuring the 
Man.” ; 

Alexander T. McLean, assistant actuary of 
the Massachusetts Mutual, read a paper on 
“The Advantages of the Life Insurance Trust 
Fund.” He was followed by W. F. McAllister, 
who spoke on “Income Insurance.” Cliff S. 
Blackburn of Memphis and S. W. Carmack of 





Fayetteville, spoke, respectively, on “Construc- 
tive Competition” and “Selling the Farmer.” 
The afternoon program closed by an address 
from Oliver W. Thurman, superintendent of 
agents of the Mutual Benefit, whose subject 
was “The Salesman’s Task.” Mr. Thurmond 
very forcibly impressed the importance of sys- 
tematic study and concentration. He brought 
out the necessity of pre-canvass work. 

At eight o’clock members of the association 
and a number of ladies gathered at the Chat- 
tanooga Golf and Country Club for the ban- 
quet. T. C. Thompson of the National Life 
and Accident Company presided as toastmaster. 

Memphis was selected as the place of meet- 
ing for the 1922 convention, while the new 
officers elected for the State were Bolling 
Sibbley, Memphis, president; Cliff S. Black- 
burn, Memphis, secretary and treasurer; Mrs. 
Valentine Tate, Memphis; Geo. P. Chandler, 
Knoxville; A. S. Caldwell, Chattanooga, and 
Lewis Clark, Nashville, vice-presidents, 

One of the most important steps taken by 
the convention was the naming of a committee 
of the four retiring vice-presidents to confer 
with the State University, looking towards the 
establishment of a chair of life insurance. 


Cloverleaf Life General Agent 
The Cloverleaf Life and Casualty Company, which 
recently entered California, has named Alexander 
McKinnon of Los Angeles as its general agent. The 
company will confine its business in California to 
accident and health risks, 


—Ballinger, Tex., will improve its water works sys- 
tem. Its bond issue of $10,000 for that purpose has 
been approved by the attorney general’s department. 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tain SPECIFIED accidents, $15,000, or 
THREE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
as a result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rate of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

[Ao See pyar er “> $128 .05 
Twenty Payment Life... .....$167.10 
Twenty Year Endowment. .. .$235.10 


United Life and Accident Insurance Co. 
Home Office, United Life Bidg., Concord, N. H. 
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FOLLOWING THROUGH 


Infinite Tact Necessary, Says William 
Alexander in Latest Work* 


* e The successful agent is not overbearing, 

A Policy \X/ hich Squarely domineering, dictatorial. On the contrary he 
: exercises infinite tact. He leads but never 

drives. But at the same time he must be 


7 aggressive. That is to say, he must not 

eets a lg eman permit an adversary to overwhelm him. He 

must not permit-himself to be sidetracked by 

excuses, or even by objections honestly raised. 
: : . r He must prosecute every canvass with firmness, 

No man likes to think of paying fixed obligations after he has finished wid tae wei aeek, ae es 
his career as an active earner. Paying for his insurance during his the fact that all his work is simply a means to 


; : an end. He must convert his adversary into 
productive years looks sound, sane and sensible. «tidal: aemenh teen tata Ai 


has been a contest; make him think that the 










































Ghat ’s W here Centr. al Life ’s opinions implanted in his heart originated 

~ there. He must at the same time guide him 

Gwenty ‘Payment Policy Registers with a firm hand, just as the accomplished 

. rider directs and restrains a spirited horse 

In addition to enabling the purchaser to [imit his premium payments — nan _ phere the reins or 
: < . . } earing too heavily o it. 

to a maximum of twenty . this popular policy provides outstanding He cae like i ee wants to make 

advantages which appeal to the prospective insuree and make it easy «Seen taken, “Sale dau cas es 

to sell. These include— member that he will be paid for getting peo- 


ple to put their names on the dotted line and 


; A : i for interesting people in life insurance, or 
A monthly life pension in case of total dis- creating in their hearts a desire to possess it. 
oJe ‘ ° . He will be paid only for getting them to take it. 
ived. paid only for getting 

ability, with all further pa — It would be better for a farmer to be idle 
Double the face of the policy paid if insured than to plow, sow, reap and harvest a crop, 

: f . ’ . and then leave it to rot in his barn. 
is accidentally killed. . Reinstatable at any iy went a Maid dae Ge ae ac 
time if ever lapsed. Large cash value. some other trade than not to “follow through” 
in his dealings with the people round about 

him. 





7 
Under its excellent endowment feature, Central Life’s Twenty Pay- eT ee 
ment Policy automatically becomes— lished by The Spectator Company. 


Sub-Standard Business 

















: : On January 1, 1921, the Connecticut General 

An endowment con- A paid-up life con- Life of Hartford, Conn., announced to its 
0 c agents that it would consider risks which on 

tract in a reasonable R— tract in much less account of medical impairments were under 
number of years. on ae than twenty years. average and not acceptable for standard poli- 
cies, and it will no doubt be of interest to the 














company’s agency force to learn some of the 
results of this new branch of the business for 


ity i i f f in equal 
At maturity it may be drawn in cash, as a life annuity or in equ icine ee 


installments for a specified number of years. paid-for sub-standard issue was $323,000 of in- 

: : P , surance with paid premiums of $12,745.22 and 

The large cash value, the happy combination of insurance with in- Slee qutunuiiines: suamsenes- sien dade acacia te 
vestment and the basis it affords for business credits and loans make $258,500 with premiums of $11,682.46. 

Central Life’s “Twenty Payment” logical first choice of the majority ee 

A. Otis Birch, vice-president of the Great 

of men under the age of forty-five. Republic Life Insurance Company of Los An- 

: d l ne ful geles, has been elected president, ee 

f i its wise and popular provisions powertu E. C. Cooper, who resigned on May 1. Mr. 

Inswrance men will find - bel P P P Birch is president of the Birch Oil Company 

reasons for representing this strong old-line company. and the Birch-Smith Furniture Company and 


is regarded as one of Los Angeles’ most sub- 
stantial business men. He is said to be the 
Great Republic’s largest stockholder. 


Central Life Assurance Society 


—The advertising class at Washington University 


h U x d S t ? held a clinic at the home office of the Missouri State 
of t e nite ta es (Mutual) Life a few weeks ago preparatory to writing copy for 
é advertisements of life insurance, which is a part of 

Des Moines, Iowa their practical class work. After the clinic was held 


Robert C. Newman of the St. Louis agency donated 
three prizes for the best work done. The first prize 
was $25, second ‘$15, and third $10. 
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IS PROHIBITION BEST? 





Counter-Effects May Prove More In- 
jurious Than Individual Effects 
of Drinking 





VIEWS OF AN INSURANCE OFFICIAL 





Psychological Results of Enforced Absti- 
nence May Be of Serious Importance 


As is usual when any important question 
comes up for discussion, there will be opinions 
pro and con concerning it, and prohibition is no 
exception to this rule. An officer of one im- 
portant life insurance company recently ex- 
pressed his opinion that the average death rate 
would ultimately be favorably affected by the 
banishment of the liquor traffic. On the other 
hand, an exceptionally well-qualified official of 
another prominent life company, who, however, 
does not care to be quoted, speaks as follows 
upon this subject in a letter to THE SPECTATOR: 


We have consistently declined to give definite ex- 
pression to the possible effects of prohibition on the 
death rate. It is extremely doubtful, in my opinion, 
whether the unquestionable beneficial results in indi- 
vidual cases will very materially affect the collective 
mortality experience. 

The importance of alcoholism as a cause of death 
has, in our judgment, been very much exaggerated. 
Over-emphasis has been placed upon injurious results 
in the exceptional individual instances, and wrongful 
inferences have been drawn from selected experience, 
interpreted by those subject to a strong partisan bias. 

It is possible that the counter-effects of prohibition 
may prove more injurious than the individual abuse 
of drinking habits. 





Seventy Successful Years 


The year 1921 marks the seven- 
tieth anniversary of our incorpo- 
ration. Ever since 1851 this Com- 
pany has been furnishing unex- 
celled life insurance protection at 
a low net cost. The $728,000,000 
row in force shows that the public 
appreciates the perfect service and 
square dealing it has always re- 
ceived -from the Massachusetts 
Mutual. 


Joseph C. Behan, Supt. of Agencies 
Massachusetts Mutual Life 


Insurance Company 
Springfield, Massachusetts 


Incorporated 1851. 
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It is my own judgment that the psychological effects 
of forced abstinence may be of serious importance in 
a larger number of individual cases than the observed 
injurious results in cases of liquor abuse. 

Normally men drink because the effect of alcohol on 
the motor senses of the brain is to inhibit over-activity 
of particular senses and to divert such activity to 
other senses, possibly lying dormant. 

This means that the morose man through a drink is 
made jovial, while the jovial man is apt to become 
seriously morose, but drink in moderation provides a 
sedative to an over-excited imagination, or reacts favor- 
ably in cases of mental and physical fatigue and 
from this point of view is unquestionably beneficial. 


Prospect-Producing Literature 

Some life insurance companies seem to 
underestimate the importance of placing pros- 
pect-producing literature in the hands of their 
agents. In fact, there are life insurance man- 
agers who appear to believe that company bul- 
letins and similar literature are all that their 
agents need as aids in the procuring of new 
business. 

While company papers are of assistance in 
keeping agents informed as to company mat- 
ters, and in inspiring them with fresh enthu- 
siasm for their work, it is, undoubtedly, true 
that companies ought to keep their agents well 
supplied (and particularly so this year) with 
leaflets independently published, whose pur- 
pose is the converting of prospects into appli- 
cants. One company officer, to whom the 
need for such literature for agents was 
broached, stated that it was not needed, be- 
cause the company was getting out a book of 
instructions for its agents. He appeared to 
entirely overlook the value of leaflets especially 
designed to aid agents in clinching their argu- 
ments when dealing with prospects. There is 
no relation between the ordinary book of in- 
structions to agents, and the leaflets issued for 
the purpose of being supplied by agents to 
their prospects. 

An agent recently wrote THE SPECTATOR as 
to the book of instructions for agents gotten 
out by a prominent company, concerning which 
he said that it is not suitable for the instruc- 
tion of prospects and policyholders. He 
Further said: 

The principal criticism I would make of 
company literature intended for the prospect 
and the policyholder is that it is more com- 
pany than life insurance. I once picked up 
a four-page folder, of a size to enclose in 
an ordinary envelope, and on those four pages 
the full name of the company issuing it (and 
it was a long name) appeared thirteen times. 
There was no room left to tell anything about 
life insurance. I believe that agents prefer 
independent literature if it is the right kind. 

Numerous leaflets of the “right kind” are 
issued by The Spectator Company, and are 





adapted to almost any particular class of pros- 
pects whom an agent would wish to convince 
of the value of life insurance. 


$41,750,000 Life Insurance in British 
Columbia 


Life insurance aggregating $41,750,000 was 
written in British Columbia last year, of which 
$11,204,000 was written in American companies, 
$29,651,000 in Canadian companies, and $900,000 
in British companies. Industrial insurance 
amounted to $3,175,800, all of which was writ- 
ten by United States companies. 

Premiums for the year amounted to $5,840,- 
800, of which $1,700,000 was paid to American 
companies. Claims, exclusive of matured en- 
dowments, paid by American companies, 
amounted to $434,580. 








A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran- 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, III. 























ASSETS $3,916,856 ; 


CONTINENTAL LIFE INSURANCE COMPANY 
R INSURANCE IN FORCE $31,573,988 


Our Policy Forms Contain the Following Provisions: 

Double Indemnity for accidental death, Total and permanent disability benefits, Par- 
tial disability benefits, Surgical operation benefits, Annual dividends, Optional methods of 
settlement, Premium loans, Cash loans, Extended insurance, Paid up insurance, Cash sur- 
render values, Insurance to cover policy Loans, Installments certain-Participating. Install- 
ments continuous-Participating. 

Very Attractive Agency Contracts to Reliable Men. 


John W. Cooper, President. 





Kansas City, Missouri 
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SENSE APPEALS 


—_——- 


Prospect Himself Should Be Led to 
Develop Desire 





FORCE OF INDIRECT SUGGESTION 





Salesman Must Beware of Distortion and 
Exaggeration 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship, 











The salesman should work to get the pros- 
pect’s imagination started by sense appeals. 
But not until the imagination, “on its own 
hook,” stirs the prospect to suggest to him- 
self what might be if he possessed the goods 
of the salesman, does he have Desire in his 
heart. Then he recognizes his lack, and im- 
agines how it might be supplied by the goods 
offered. Naturally, simply in accordance with 
his human nature impulses, the prospect him- 
self develops Desire through this rather com- 
plex process. 

Because it does seem complex, let us analyze 
it in another way. It is important to see just 
how the machinery operates. 

First, the salesman uses words, or tones, or 
movements to suggest, instead of stating, an 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$1,413,961.00 on Deposit with the 
Indiana Insurance Department. 


$206,155.60 Surplus Protection to 
Policyholders. 


$16,000,000.00 Imsurance in force. 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO AND ILLINOIS. 


A few top notch contracts to Insurance 
Producers with ‘experienee, character 
and ability. Address the Cempany. 
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idea of feeling—as love for one’s country, 

patriotism. 

Second, the mind of the prospect receives an 
impression of the idea the salesman himself 
has felt but not stated, an idea of the sales- 
man’s feeling of love for his country. 

Third, since.the salesman has not made any 
statement that be believes in patriotism or that 
the prospect should be patriotic, the mind of 
the buyer feels no inclination to resist the im- 
pression of the idea of feeling, which it has re- 
ceived. Rather, since the idea is only sug- 
gested, the mind does not realize that it has 
received the idea of feeling. It thinks that it 
went out of its own head, into the head of the 
salesman, and brought back independently the 
idea that the salesman feels patriotic. 

Fourth, the mind of the prospect now sug- 
gests to the heart of the prospect that the 
feeling of patriotism it has discovered in the 
salesman is worthy of commendation. 

Fifth, the heart of the prospect accordingly 
“warms” toward the feeling of patriotism. 

Sixth, the heart of the prospect feels like 
expressing the love for country which has 
warmed it. 

Seventh, a lack (of an outlet for patriotic 
sentiments) is recognized. 

Eighth, the prospect recognizes that posses- 
sion and use of the goods offered by the sales- 
man would give him an outlet for his patriotic 
sentiments. 

Ninth, the prospect therefore Desires those 
goods. : 

That seems an involved process of mind and 
heart action in which the salesman and the 
prospect participate reciprocally with the simple 
result that the fop buys fashionable clothes. 
But when we remember how swiftly the mind 
can operate, and that the impulses of the heart 
are instantaneous, the complexity becomes just 
natural functioning of the mind and the heart. 
Of course you will understand that the nine 
stages detailed are but approximations. The 
explanation was not intended as the statement 
of an exact chart of mental and emotional 
action, but merely as a rough analysis of what 
takes place at the Desire stage of a sale. 

It will help to comprehend what suggestion 
involves if we bear in mind the meaning of 
the word “suggestion.” Literally it is “the act 
of carrying up from beneath.” Think of a 
suggestion as an idea that gets in unawares and 
makes itself at home in the mind of the pros- 
pect so effectively that he believes it is one of 
his own family of ideas. It has come up from 
beneath his consciousness without being per- 
ceived in the act of entering his mind. Sug- 
gest an idea of mentality (as that 2 x 2 equals 
4) and that gets only to the mind of the pros- 
pect. Suggest an idea of feeling—that goes 
through his mind and straight to his heart, 
where his family of feelings is and where the 
suggested idea of feeling naturally belongs. 

Cause the prospect to think about your 
goods of course, to keep his mind Interested 
in them. But also suggest to him emotions in- 
volving your goods, to arouse the feeling of 
Desire in his heart. This double idea has been 
repeated time and again in the present chapter 

in order to impress beyond the possibility of 
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~ Personal! 


It’s the personal, 
friendly spirit that 
makes the Peoria Life 
Happy Family of 
Successful Agents. 


IHE PEORIA LIFE 
gives SERVICE to 
its policyholders and 

to its agents. Its sound 
methods and good reputa- 
tion are giving it a steady, 
healthy growth all in the 
Middle West. It insures 
men and women on equal 
terms. Policies are up to 
date in every respect, and 
contain liberal and attract- 
ive features which make 
them sell. 


It is developing new terri- 
tory in the Central West 
and has good positions for 
good men. 


Peoria Life 


Insurance Co. 
PEORIA, ILLINOIS 


EMMET C. MAY 
President 


HENRY LOUCKS 
Superintendent of Agents 


GEORGE B. PATTISON 
Secretary and Actuary 


Fourteenth Year 
$65,000,000.00 in force. 
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misunderstanding the correct conception of 
the processes of Interest and Desire. The 
salesman must be able to do both parts of his 
work of presentation, co-ordinately. He must 
get both the mind*and the heart of the pros- 
pect pulling with his own mind and heart. 


SUGGESTION ACCEPTABLE 

It is extraordinary how readily a suggestion 
of a truth will be accepted; though a statement 
of that same truth would be “taken with a 
grain of salt.” Suggestion is a powerful in- 
strument. Misused, it may cause great harm. 
The unscrupulous salesman can suggest to the 
bad side of his prospect’s nature and harm the 
other fellow in the creation of wrong Desires. 
But here we reiterate that when the salesman 
is working with the true purpose of service 
to the buyer, and governs all his suggestions 
accordingly, his suggestions will be a benefit 
and not a detriment, every time. 

Do not misjudge suggestion for the purpose 
of creating Desire, and conclude that because 
it carries up ideas of feeling from beneath the 
consciousness of the prospect, the process is 
either mysterious or wunder-handed. Every 
moment we are awake, we are conveying our 
ideas by suggestion, to a far greater extent 
than we transmit them through words. When 
a speaker comes before you at a meeting with 
his hands and face washed, and wearing a 
clean collar, he suggests many ideas. Yet you 
do not feel that he “has performed any sleight 
of hand trick on you, or has taken any ad- 
vantage of you by his suggestions. Sugges- 
tion is the most ordinary of processes in every 
day life. 

The great force of suggestion is due to the 
unconscious impulse to imitate, which it pro- 
duces. If a speaker were to yawn before his 
audience, yawns would start all over the room. 
Just talking about yawns makes you feel like 
yawning. Probably you have the impulse to 
yawn right now. 

Realizing that the salesman can influence the 
buyer so powerfully by suggestion, you realize, 
without doubt, that suggestion is the most ef- 
fective means of Persuasion and Creating De- 
sire. But have you been relying on it in your 
actual selling, or have you depended on state- 
ments to win the prospect over? You must 
answer that for yourself, of course. But be 
frank in your analysis of your former meth- 
ods, and start right use of the right methods 
if you have been on the wrong track before. 

Let us consider now how the salesman may 
be sure he is suggesting right feelings to a 
prospect, for the purpose of Persuasion and 
Creating Desire. The fundamental principle is 
simplicity itself. The salesman must be ani- 
mated by right feelings only, whenever he 
makes a suggestion. He will transmit just 
what is in himself. Therefore the basic re- 
quirement for Persuasion and Creating Desire 
is real big Man-hood in the sales-Man. He 
needs to elevate his own emotions, to ennoble 
his own heart impulses. There will be no 
chance then that he may suggest low, ignoble 
feelings to pander to the base Desires of a 
prospect. A buyer will respond with appre- 
ciation to any suggestion that his nature is 








better at heart than it seems, though the state- 
ment of such a feeling on the part of the sales- 
man would be resented as patronizing or 
preaching. 

Sincerity, of course, is essential in sugges- 


tion. But that is not enough. There must be 
coupled with it painstaking care that the idea 
of feeling suggested to the prospect be true 
as -he gets it. The salesman, for instance, 
might have a true idea of the beauty of his 
goods; yet he might suggest to a prospect an 
exaggerated idea of their beauty. 


INHERITANCE TAX DATA 
Laws and Decisions in the Different States 
Covering This Subject 


Unitep STATES 
Under a new regulation payment of inheritance taxes 
to the United States may be paid with United States 
bonds, bearing more than four per cent interest at 
par, if they have been owned continuously for at least 
six months prior to date of death of decedent, and 
if they at that time constitute part of his estate. 


OREGON 

The Supreme Court has decided that the inherit- 
ance tax is not a tax upon the estate passing from 
the decedent but a tax upon the estate passing to the 
beneficiary, and while the tax is computed upen the 
aggregate estate as it existed before distribution, it is 
nevertheless a tax upon each specific gift, legacy, or 
inheritance, although but one exemption of $10,000 is 
allowed. 

PENNSYLVANIA 

In Pennsylvania a constitutional amendment has 
been proposed, whereby all taxation may be classified 
for the purpose of laying graded and progressive 
taxes, and in the case of inheritance for income tax, 
exemptions may be granted. Several bills have been 
introduced in the legislature, relating to inheritance 
taxes, one which it was expected might pass, would 
repeal section 2 of the present law, and replace it by 
the following: “All taxes imposed by this act shall 
be at the rate of five per centum upon the clear value 
of the property subject to such tax passing to or 
for the use of any person or bodies corporate or 
politic to be paid for the use of the Commonwealth. 


TENNESSEE 


As amended by a law of 1921, the inheritaace tax 
provides that a tax shall be imposed when the pro- 
ceeds of any life insurance policy, upon the death 
of the insured who was a citizen of Tennessee at the 
time of his death, by the terms thereof, by operation 
of law, or by the will of the insured, enure to the 
benefit of any person or persons other than direct 
descendents or ascendents or widow or husband of 
the insured in the nature of a gift, hequest or devise 
not based upon a valuable consideration, passing from 
said beneficiaries to the insured in his lifetime. 

The State Comptroller of Tennessée has ruled that 
the effect of chapter 19, laws of 1921 (amendment to 
inheritance tax law relative to proceeds of insurance) 
is to exempt insurance policies payable to direct as- 
cendants or descendants, wife or husband, from pay- 
ment of inheritance tax, and that in such cases it is 
unnecessary for insurance companies to file informa- 
tion as to that class of insured persons. 

VIRGINIA 


The Supreme Court of Virginia recently decided 
that under the law of 1918 estates passing by inter- 
state succession are subject to tax, although the 
owners by the laws regulating descendents and dis- 
tributions were inadvertently omitted from the first 
section of this law, which prescribed what property 
should be subject to the tax. 

The foregoing information is derived from the 
Prentice-Hall Inheritance Tax Service. 


The National Reserve Life of Topeka has an- 
nounced that Joseph Duncan has joined its general 
agency forces. Duncan formerly was in the life 
business in Topeka, but some years ago went to Cali- 
He has returned to Toledo. 


fornia. 









































Somewhere I scrapped the following about a 
certain retail business: 


What did the efficiency expert have to say? 
He can’t understand it. 


Understand what? 

How we've made a success of this business. 
He says his investigations convince him that by 
the methods we have employed here we should 
have failed ten years ago. 


Interesting! I have wondered if some light- 
ning solicitor—some efficiency expert who had 
no range of vision outside of himself and his 
little horizon—if he wouldn’t condemn some of 
the good old methods of salesmanship and 
wonder how any agent could possibly succeed 
by their employment. But they have produced 
splendid results just the same, and no large per- 
centage of failures. 

Years ago it was a cardinal virtue for a 
solicitor to make an exhaustive canvass of his 
territory. No man or woman who could pay 
for a policy was to be overlooked. Work was 
his genius. His goods were shown, explained, 
benefits magnified, protection glorified. It was 
a joy for him to sit down in the home with 
husband and wife and go over the whole situa- 
tion in detail with them. He did not need to 
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bulldozé anyone or to buy out a farm or hard- 
ware business to sell some hard-bitted pro- 
crastinator. He did not sit down in his office 
(if he had one) waiting for some ’phone mes- 
sage, the spirit to move, or an impulse to try 
some conventionalized plan recommended by a 
theorist. Not much! He made it his business 
to see ’em—introduced or not—see ’em! He 
had a plan for each day’s work and then 
worked his plan. Idleness was taboo. He just 
couldn’t sit down and do nothing. Twelve in- 
terviews per diem of one hour each was his 
slogan. Now modern methods employed by 
some of these super-electric, high-powered, five 
million a year producers, are very different. 
They call. “How much?”, a few passes, sign 
here and out they go to their waiting Rolls- 
Royce. You are lucky if you see them as they 
pass. Three men in the same office where one 
hypnotized chap signed up were overlooked. 
Up the street he goes to call on the owner of 
the Iris Theater. “How much you want for 
the show house? All right, I’ll take it if you 
sign up for $500,000 life insurance. Thank 
you.” Quick work, big results, but the field not 
one-tenth worked. Hundreds of good chances 
overlooked. A thorough canvass—concentrat- 
ing upon a field until every possible prospect is 
a policyholder—gives a sense of joy and a max- 
imum of results where everyone knows what he 
has bought and is a warm personal friend of 
the salesman. By such. methods the expert 
thinks the worker—thorough canvasser—should 
fail, but not on your sepia! 

Can’t afford it, eh? Tell that to a policeman. 





Thursday 


Can't afford to be without it, better say. Been 
out of work and just had enough to feed my 
family. Sure, but suppose your wife took sick, 
would you ’phone the doctor? Betcha! Then 
suppose the little daughter needed shoes to 
wear to school, would you buy them? Betcha! 
You would manage some way—now, wouldn't 
you? Then why say you can’t afford to insure 
your house—your house? Oh, yes; you 
wouldn’t let that go without protection—it 
might burn. But your life—that most valuable 
of all your earthly possessions—that which 
means care and nursing for the wife and shoes 
for the kids—that which stands for home and 
all it means—you can’t afford that it should be 
safeguarded—too expensive! Go on! you don’t 
mean it. Above everything else, béfore every- 
thing else, more than anything else this should 
receive your very first attention. Let every other 
bill wait if necessary, but do not force your 
loved ones to carry the awful consequences of 
your untimely death because you have been out 
of work. Ye gods! what would they do if the 
old sexton “gathered you in”? 
R. O. Tict1os, 


Pacific Coast Manager of War Risk Depart: 
ment 


Lieut.-Col. C. A. Pennington of Spokane has been 
appointed manager of the Insurance Department of the 
Federal War Risk Bureau. The appointment was 
made by Col. Chas. R. Forbes, recently placed in 
charge of the Bureau. Both Col. Forbes and Lieut. 
Col. Pennington are from the State of Washington and 
served together during the World War. 





STITT 





OF AMERICA 


New Insurance paid for 
Insurance in Force......... 
Increase in Insurance in Force 


Liabilities 
Surplus and Dividend Fund 


plan of agency cooperation. 


them, address 





The Guardian Life Insurance Company 


Established 1860 Under the Laws of the State of New York 


Outstanding results for 1920, the greatest 
year in the Company’s history. 
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The past year was notable for further 
development of the Guardian’s comprehensive 
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Mr. Barbour spoke on the subject of “Build- 
ing a Successful Agency” and stressed the 
necessity of good connections, a thorough 
knowledge of the business, this latter includ- 
ing a knowledge of rates and rating sched- 
ules. He said that the reason that brokers 
build up such a business is because they have 
all the requisite knowledge to serve their 
patrons. He outlined the possibilities of the 
large number of side lines, and in this connec- 
tion explained rain insurance in some detail. 
He said that three-quarters of a million had 
been collected in branch, not counting the heavy 
writings of London Lloyds. 

Following Mr. Barbour’s talk, W. L. Austin 
of Albany reported for the agents and brokers’ 
qualification committee, the report consisting 
chiefly of the reading of a proposed law for 
New York State. The chief features of this 
proposed law are provisions making it neces- 
sary for a person desiring to become an agent 
to file an application with the Superintendent 
of Insurance and to undergo an examination by 
the same authority, both written and oral. The 
agent would also have to be vouched for by two 
insurance officials or by other agents. The In- 
surance Commissioner would be given the right 
to revoke the license of any agent at any time 
for cause, the agent having the right to pe- 
tition the courts within thirty days. The pen- 
alty for violating the terms of this law would 
be a fine of not less than $25 nor more than 
$250. Licenses would have to be renewed an- 
nually. 

The Friday afternoon session opened with 
the report of the audit committee, immediately 
following which election of officers was held. 
The new president, Mr. Gardner, spoke for a 
few moments upon the necessity of co-opera- 
tion with him on the part of the membership. 
He then introduced Mr. Ayer of Cleveland, 
who spoke at the banquet the previous evening. 
Mr. Ayer discussed the agency problems of a 
large town man, and following him E. H. 
Haskell of Oneida, president of the Insurance 
Federation of New York, took up a similar 
discussion from the viewpoint of a small town 
agent. Both stressed the need of service and 
the necessity of applying rating schedules with 
the greatest possible effectiveness for the re- 
duction of premiums. 

Some discussion of ways and means of meet- 
ing the National Association assessment was 
held, and the report of the resolutions com- 
mittee read. Adjournment was voted shortly 
after four o'clock. 


Files Amendment to Complaint Against 
Rate Reduction Order 

The Agricultural of Watertown, N. Y., and 
other insurance companies which are contest- 
ing the rate reduction order of Commissioner 
Bruce T. Bullion of Arkansas, last week 
filed an amendment in Pulaski Chancery Court 
to their complaint, stating that if the statute 
under consideration is construed to permit the 
Commissioner to make a tabulation on the basis 
of paid premiums and losses and expenses paid 
and no right of appeal is granted, the act is 
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REPRESENTATIVE EDMONDS AGAIN 
TESTIFIES 


Defends Model Marine Bill from Charges 
It Would Result in a Monopoly 


Amendments which it is believed would have 
the effect of strengthening the Edmonds bill 
providing a marine insurance code for the Dis- 
trict of Columbia were suggested to the Sen- 
ate Committee on Commerce May 20 by the 
American Marine Underwriters, through a 
brief presented by Archibald G. Thacher, coun- 
sel. 

The only witness to be heard by the commit- 
tee was Representative Edmonds of Pennsyl- 
vania, author of the bill, who explained how 
investigations undertaken by his subcommittee 
and by officials of the United States Shipping 
Board had uncovered a situation in which 
American marine insurance slowly but 
surely being driven out of the field. It de- 
veloped that the foreign countries placed fewer 
restrictions upon their marine insurance com- 
panies than exist in the United States, where 
every State has a different code, and where 
taxes are many times higher than they are 
abroad. 

Charges that the enactment of the bill would 
result in a monopoly, made by Ira A. Camp- 
bell, representative of the ship owners’ associa- 
tion, were answered by Congressman Edmonds 
with the statement that certainly the insurance 
companies had as much right to co-operate as 
the steamship concerns. He pointed out, also, 
that by co-operation among the companies the 
ship owners were able to get insurance that 
otherwise could not be procured in the United 
States. “There are times when I believe co- 
operation is the proper thing to safeguard 
business,” he said. “Competition. has been 
ruinous in the American merchant marine in- 
surance business. Competition has driven one 
company after another out of business.” 

Only one firm of insurance brokers opposed 
the measure out of eight thousand brokers 
located in the city of New York, the under- 
writers pointed out in the brief which was sub- 
mitted through Mr. Thacher. Of the total of 
eight thousand brokers, only one per cent trans- 
act marine insurance business. It is pointed 
out also that there are numerous powerful 
marine insurance brokers in Boston, Phila- 
delphia, Chicago and other cities, but that none 
appeared in opposition to the measure, the only 
opposition coming from the one firm referred 
to and the American Steamship Owners Asso- 
ciation. 


was 








confiscatory, and permits the taking of prop- 
erty without due process of law, and denies 
plaintiffs the equal protection of the laws in 
violation of the State constitution and of the 
United States constitution. 
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APPOINTMENTS 
Chief 


“A” 
is Named Deputy 

Sureyor 

J. A. Wilson, attached to the staff of Syndi- 
cate “A” as Surveyor since its organization last 
Fall, has been appointed to the post of Deputy 
Chief Surveyor. In this capacity Mr. Wilson 
will be executive assistant to the chief surveyor, 
in the general direction and supervision of the 
new extensive surveying business of the Syn- 
dicate. Mr. Wilson was formerly chief engi- 
neer in the North Atlantic Passenger Trade. 

Arrangements have also been made by Syn- 
dicate “A,” with the American Bureau, in line 
with the policy of each organization, to so 
far as possible further the interest of the other, 
for the Syndicate to appoint as its agent at 
Tampico, J. F. Taylor, the Surveyor at that 
point of the Bureau. 

In line with its policy of placing its repre- 
sentation abroad in the hands of Americans, 
wherever it is consistently possible to do so, 
the Syndicate has appointed as its agent in the 
Argentine the firm of F. B. O’Grady & Com- 
pany at Buenos Aires, with jurisdiction over 
all the ports of the Argentine with the excep- 
tion of Punta Arenas. 

Syndicate “A” also announces that at Key 
West, that important point in the Gulf, so im- 
portant in Hurricane Season, it has appointed 
William R. Porter as its sub-agent. 


SYNDICATE 
J. A. Wilson 


Holm, Whitlock & Scarff Move 

The law firm of Holm, Whitlock & Scarff 
has announced its removal to 222 Fulton street, 
New York, which building it has purchased, 
occupying a portion of it and leasing the re- 
mainder. The building has been renovated to 
conform with modern office requirements. 
This law firm is well known among insurance 
companies, and will continue to serve their 
interests as in the past. 


227 Insurance Companies Operating in 
Arkansas 


The annual report of Bruce T. Bullion, Insurance 
Commissioner for Arkansas, 
It shows that the number of insurance companies 
operating in the State has increased from 227 in 
1909 to 400 in 1921, and that the total premiums 
collected in the State have increased during that 
period from $8,000,000 to $26,505,287. 

“The insurance managers and agents of the State,” 
the report declares, ‘‘are doing splendid work in build- 
ing up and upholding not only the ethics of the pro- 
fession, but also a strict observance of the law on the 
part of those engaged in this line. The Department 
deeply appreciates and commends this co-operation on 
the part of the insurance fraternity, all of which is for 
the best interests of the insurers of 
Arkansas.” 


has been made public. 


citizens and 


Western Union Committee Meeting 
The new governing committee of the Western 
Union held its initial meeting last week and 
elected John H. Carr of the Hartford chair- 
man, and Charles E. Dox of the London and 
Lancashire, vice-chairman. 
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Chicago National Life Insurance Co. 


CENTURY BUILDING, STATE AND ADAMS STREETS 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 


First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED—First-class Agency man; must be of undoubted experience and ability. 







APPLICATIONS—considered from reliable stock salesman on new issue—20,000 
shares—best of leads furnished. 

























ALTIMORE cIFE INSURANCE COMPANY Live Men Can Double Their Income 
BSALTIMORE: MD. selling our 
WILLIAM O. MACGILL. Prestvent MONTHLY PENSION BONDS 





Agents desiring to connect themselves with a solid and progressive, yet conservative (copyrighted) 





































N Maiiaeicd ek dies Tike Caceeaien pales’ naned apes’ <i cammaetins tones Under our Service Pension Contract 
of policies. The LaFayette Life Insurance Co. 
LaPAYETTE, INDIANA 
W. W. LANE, Secretary A. B. WERKHOFP, President 
THE EUREKA LIFE INSURAN€E COMPANY MIDLAND LIFE INSURANCE COMPANY 
of 
BALTIMORE, MARYLAND KANSAS CITY, MISSOURI 
Incorporated 1882 THE COMPANY. Backed and endorsed by the most substantial 
; OLD LINE Stock Life I and influential business men in Kansas City. 
regular toc lie insurance ENT. Practical i f 1 i 
Company, issuing all the STANDARD FORMS of a pt: ie seaperayeitng a 
POLICIES, INDUSTRIAL and ORDINARY. THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
JOHN C. MAGINNIS, President JOSH. N. WARFIELD, Jr.» Vice-President in the country to-day. 
H. LEISHEAR, Jr.» Sec’y & Treas. J. HOWARD IGLEHART, Medical Director 
DANIEL BOONE; President DANIEL BOONE, Jr.; Secretary 

















HOME LIFE INSURANCE CO. 


New York 
WM. A. MARSHALL, President 
The 61st Annual Statement shows admitted Assets 
of $40,465,508 and the Insurance in Force $212,- 
483, 100—a gain for the year 1920 of nearly $27,000,000. 
The insurance effected during the year was nearly 
$43 000,000. The amount paid to policyholders 
during the year was over $4,196,000. 
FOR AGENCY APPLY TO 


GEORGE W. MURRAY, Superintendent of Agents 
256 Broadway, New York 






THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 































New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mar. 


ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 


Greatest Illinois Company 


















Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
H. CLAY BROWN, Supt. of Agencies, | SHREVEPORT, LA. 
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FEDERATION MEETING 


Pennsylvania Body to Assist in State 
District Plan 


COMMISSIONER DONALDSON A GUEST 


State Commerce Chamber to Co-Operate 
With Federation 


That President James C. Murray of the 
Insurance Federation of Pennsylvania intends 
to put a lot of snap and ginger in the new 
administration, was well attested at the meet- 
ing of the board of directors held recently at 
Harrisburg. There was a good attendance, 
which included among others J. W. Henry and 
Harry C. Fry, Jr. of Pittsburgh, and John W. 
Dories, J. B. Longacre, S. H. Pool, G. R. Dette 
of Philadelphia, G. W. Mattson and W. M. 
Robinson of Harrisburg, and W. H. Phelps of 
Wilkes-Barre. 

\t the meeting, President Murray had pre- 
sent the officers of the Pennsylvania State 
Chamber of Commerce, which is also working 
for improved business and economic condi- 
tions in Pennsylvania, along lines somewhat 
similar to the Insurance Federation. Presi- 
dent Murray made it evident that he is de- 
termined to enlarge the prestige and influence 
of the Insurance Federation, which is already 
a powerful working force in Pennsylvania 
State affairs, although non-political in char- 
acter. 

Commissioner Thomas B. Donaldson also 
was present as the guest of honor, and the big 
feature of the meeting was the discussion of 
the plans suggested by Commissioner Donald- 
son, for the organization of arbitration boards 
at about twenty different points through the 
State, especially throughout the Northern and 
Central tier of counties situated in some- 
what remote sections from the large under- 
writing centers. Commissioner Donaldson 
pointed out how the Insurance Federation was 
especially well qualified to join with him in this 
most important work, and invited the fullest 
co-operation in the organization of the dis- 
trict boards, which are to be composed of the 
producing agents who are in touch with the 
insurance interests on the one hand and the 
public on the other. The purpose of these 
district boards will be to ultimately raise the 
standard of the insurance agents in the various 
sections. The boards will not only pass on 
examination work for both the prospective 
agent and the property owner as well, but it 
is hoped that they may also, as opportunity 
offers, act as an arbitration board in many 
cases, which may be brought for dispute. It 
was shown at the meeting that the Insurance 
Federation, with a membership of practically 
three thousand insurance men in the State, is 
able to place before the Insurance Department 
a long list of trained expert men who will 
be available to assist in the work in hand. 


Enters New York State 
The Northwestern Mutual Fire Association 
of Seattle, Washington, was admitted to the 
State of New York, May 11. 





The Spectator’s Contributions to 
Insurance Progress 


In weighing the merits of publications some 
consideration should be given to what they 
do for the insurance business generally. In- 
surance journalism as a private agency con- 
tributes as much to the progress of insurance 
as some ot the great organizations maintained 
by the business itself. It is in the interest of 
the business that those papers which make a 
real contribution should be supported, even 
though advertising in them does not bring 
large visible returns.—-The Journal of Com- 
merce. 


The circulation of the publications of 
The Spectator Company, including Tur 
SPECTATOR, amounted for the past year to 
about 1,500,000 copies, averaging about 
30,000 weekly. These standard publica- 
tions, covering life, fire, casualty and 
miscellaneous insurance, are recognized 
as authorities in their particular lines, 
and many have received the endorsements 
of the United States Government and 
State Insurance Departments. The sta- 
tistical and historical records of the 
various insurance companies, news and 
educational articles, and convincing argu- 
ments rendering the prospect’s mind re- 
ceptive to the solicitation of insurance 
men, are thus given wide public circula- 
tion, constituting the most valuable 
SERVICE to the insurance companies. 











T. R. Fletcher Scottish Union Assistant 
Secretary 

United States Manager J. H. Vreeland of the 
Scottish Union and National has announced the 
appointment as assistant secretary of Thomas 
R. Fletcher, who is at present State agent for 
Illinois and also in charge of the company’s 
brokerage and binding department at Chicago. 
He will assist Secretary McCormick at Hart- 
ford in handling the company’s agency and un- 
derwriting affairs in several of the western 
States, where Mr. Fletcher is particularly 
familiar with the business conditions and where 
he is intimately acquainted with the company’s 
local agents. 


Georgia Agents Hold Annual Convention 

The twenty-fourth annual convention of the 
Georgia Local Underwriters Association was 
held at Augusta, Ga., Friday and Saturday of 
last week. An address of welcome was deliv- 
ered by the Hon. Henry C. Hammond. Speak- 
ers included Edson S. Lott of the United States 
Casualty Company of New York, S. Y. Tupper 
of Atlanta, Fred J. Cox, president of the Na- 
tional Association of Insurance Agents, and H. 
M. Stanley, chairman of the industrial commis- 
sion operating the workmen’s compensation law. 


Fire Prevention Bill Signed in California 
The compulsory fire prevention education bill passed 
by the California Legislature has been signed by 
Governor W. D. Stephens, according to advices re- 
ceived by The National Board of Fire Underwriters. 
The act provides for the study of fire prevention in all 
the schools of the State for a minimum of one hour 
each month, beginning on September 1, this year. 
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New Fire Company Rumored for Utah 

Salt Lake City may have another fire in- 
surance company in the near future, accord- 
ing to a rumor which is persistent in that city 
just now. A man well known in fire insur- 
ance circles is said to be the originator of 
the idea. There are two fire insurance compa- 
nies with headquarters in Salt Lake City at 
present. They are the “Utah Home” and the 
“Guardian.” 
Ohio Insurance Agents to Meet June 9 

The Ohio Association of Insurance Agents 
will hold its annual meeting at the Hotel 
Deshler, Columbus, June 9-10. Under the di- 
rection of Secretary W. H. Tomlinson, former 
State Superintendent of Insurance, the associa- 
tion has been greatly strengthened during the 
past year. Many prominent speakers are on 
the program. 


Great American Illustrates Hazards 
The Great American Insurance Company of New 
York has issued six more of its series of drawings 
illustrating fire hazards and standards for fire pre- 
vention. These relate to scuppers, bulkheads of roof 
cornices, metal smokestacks, shaving vaults and blowers, 

automatic sprinkler equipment and rubber cement. 


Fire insurance premiums received in British Colum- 
bia during 1920 were $5,429,000, while net losses in- 
~irred amounted to $1,629,100. 


—The Commercial Union of London has issued a 
little booklet of rhymes entitled, “This is the Town 
Where Jack Dwelt,’”’ which illustrates storm damages 
and contrasts the fortunes of those who do and those 
who do not insure. 








“All kinds of Insurance 
on Automobiles” 


FIRE THEFT 
COLLISION LIABILITY 
PROPERTY DAMAGE 


AUTOMOBILE INSURANCE EXCLUSIVELY 


American Automobile 
Insurance Company 


Pierce Building, ST. LOUIS, MO. 


LAWRENCE B. PIERCE, Chairman of Board 
CHAS. W. DISBROW, President 
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“HOW AND WHERE CAN I MAKE 
TIME, MY TALENT, MY ENERGY, COUNT 
THE MOST-IN DOLLARS AND CENTS” 


<> 


HE VISION to decide this question wisely will transform your whole 
life, and open the door of opportunity to large financial rewards— 
for the realizing of all your ambitions. 


Choosing your work is no more important than choosing the men 
you work with. They either help or hurt you. Choose your business 
associates with care. 


THERE IS A PLACE FOR YOU IN MAXEY 


SAWYER 
AT PITTSBURGH 2 AT SCRANTON 
FOR THE WEST r ennsylvania FOR THE EAST 
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Two live, progressive, successful agencies, which have 
openings for district and local men who need only real 
service to enable them to go ahead. 





Freeborough and Mears exemplify the results of Real 
Service. They make more than most heads of business. 
How about you? Write for information. 








H. T. SAWYER B. F. MAXEY 
955 Union Arcade Building 524 Connell Building 
PITTSBURGH, PA. SCRANTON, PA. 


ESTABLISHED IN 1868 
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INSURANCE COMPANY 
UNITED STATES OF AMERICA 





[oo | @ EO. < ef @) , | 
H ARRY : ALBERT M. JOHNSON, PRESIDENT M. K. MEARS 


FREEBOROUGH 











More than 140 Millions in Force 
Two General Agencies Open in the East. Can You Fill One of Them? Let Us Hear from You 


Write to ROBERT D. LAY, Vice-President and Secretary, or WALTER E. WEBB, Superintendent of Agents 
29 South La Salle Street, Chicago, Illinois 


CHICAGO’S OLDEST AND STRONGEST COMPANY 











3 
































May 26, 1921 


THE SPECTATOR 





Life Insurance 








ANNUAL MEETING OF ACTUARIAL SOCIETY 





Large Gathering Attends at Hotel Astor—Many Papers Presented 





WILLIAM A. HUTCHESON RE-ELECTED PRESIDENT 





Insurance Without Medical Examination Discussed by Arthur Hunter and D. E. 
Kilgour 


The annual meeting of the Actuarial Society 
of America, held last week at the Hotel Astor, 
New York, was attended by a record number 
of members, some of them coming to the meet- 
ing from States as far west as the Mississippi 
valley. William A. Hutcheson, president; 
Robert Henderson, vice-president; Wendell M. 
Strong treasurer, were all re-elected officers of 
the organization. Three new members of the 
council elected to take the places of those who 
have retired were Morris A. Linton, vice- 
president of the Provident Life, Philadelphia ; 
J. D. Craig of the Metropolitan Life Insurance 
Company of New York, and John M. Laird of 
the Connecticut General Life of Hartford, 
Conn. 

The result of an investigation of the com- 
bined experience on group insurance of the 
Aetna, Connecticut General, Metropolitan, Pru- 
dential, Sun Life of Canada and Travelers for 
the calendar vears, 1913 to 1920, was described 
in the paper prepared by E. E. Cammack, as- 
sociate actuary of the Aetna Insurance Com- 
pany of Hartford. Among the occupations, in 
cases where the employer paid the whole of 
the premium and the numbers were large are 
the iron, steel and other metal industries, which 
showed a mortality of 112 per cent; metal 
products, which showed a mortality of 90 
per cent of the expected lumber and furniture ; 
78 per cent of the expected; textile industries, 
87 per cent of the expected, and clerical and 
professional, 81 per cent of the expected. The 
average mortality for the total of industries 
was 92.1 per cent. 

The number, in the cases where part of the 
premiums* weré paid by the employees was 
much smaller; but the average mortality was 
higher, being 121 per cent. Mr. Cammack anal- 
yzed the results obtained in numerous ways. 


DISABILITY EXPERIENCE 


John S. Thompson, assistant actuary of the 
Mutual Life Insurance Company of New York, 
discussed the experience of the Mutual Life 
from January, 1913, when it began to issue poli- 
cies with total and permanent disability bene- 
fits, until December 31, 1921. The number of 
lives disabled was 202, distributed as follows: 
Tuberculosis, 38 per cent; insanity, 28 per cent; 
paralysis, 10 per cent; rheumatism, 5 per cent; 
accident, 4 per cent; cancer, 3 per cent; heart 
disease, 3 per cent; blindness, 2 per cent; mis- 
cellaneous, 7. 

The death rate in the first year (i. e., the 
vear following the first waiver of premium) 
was observed to be high, namely, about 40 
per cent where tuberculosis was the cause of 
disability, and 20 per cent where insanity was 
the cause and 30 per cent for the whole group. 

A rough analysis was made of the premium 
charged, which indicated that the cost of the 


disabilities from tuberculosis was about 25 per 
cent of the total cost at the low ages at entry, 
gradually decreasing with increase in the age 
at entry, and that the cost of the chance of 
disability from insanity was about 35 per cent 
of the total cost at all ages at entry. 

A paper dealing with the value of business 
reinsured in bulk was read by Adolph A. Ryd- 
gren, actuary of the Cleveland Life Insurance 
Company, who presented tables showing that 
the rate of termination (from all causes) is 
usually excessive for a few years following 
reinsurance, and thus indicating the impor- 
tance of recognizing this as a factor in the 
estimation of future profits. The main part 
of the paper dealt with the estimation of future 
profits from non-participating business. Such 
profits arise from favorable mortality, interest 
earned over reserve requirements, saving in 
expense and from lapses and_ surrenders. 
Methods of approximating each of those for 
a large group of policies were given and also 
tables of the discounted value of such future 
profits for periods of five, seven and ten years 
based on certain assumptions as to existing 
conditions and future experience as well as 
tables showing the effect of variations on 
these assumptions. 


INSURANCE WiutTHoUT EXAMINATION 


D. E. Kilgour, actuary of the North Ameri- 
can Life Assurance Company of Toronto, Can- 
ada, spoke on life insurance without exami- 
nation and said that some English and Scot- 
tish offices have in the last twenty or thirty 
years written insurance without the medical 
examination; and while they have published no 
experience, the reports indicate that the busi- 
ness has been satisfactory. The provision of 
the contract in some cases differs from the 
contracts where medical examination is secured 
by giving only a part of benefits if death 
occurs within the first few years. In Canada, 
four companies have inaugurated the system of 
insurance without medical examination for 
amounts up to $1,000. In the application blank 
for this sort of insurance, a fairly complete 
family and personal history is required and an 
attempt is made to establish other safeguards 
against taking persons medically unfit for in- 
surance. 

The great advantage is the saving the cost 
of medical examination, which is a very con- 
siderable item in small policies. Mr. Kilgour 
found a number of counterbalancing disad- 
vantages, which he summarized. Among them 
were: that insofar as fraudulent selection is 
concerned, the medical examination is ex- 


tremely valuable if not indispensable. In smal- 
ler amounts this factor is of less importance. 
Nevertheless, if the medical examination should , 
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be waived, fraud would increase both in respect 
to small and large amounts. 


Savinc IN Mepicat Fees 

While Mr. Kilgour in his paper had treated 
the question of life insurance without medical 
examination generally, Arthur Hunter, chief 
actuary of the New York Life Insurance Com- 
pany, considered it almost entirely from the 
standpoint of offsetting savings in expenses 
against higher mortality. He showed that tak- 
ing the cost of the medical examination as 
$5.00 per $1000, a very great increase in mor- 
tality in the early years could be paid for 
with the same. For instance, if the policy is 
taken at age thirty for $1000, the saving would 
be sufficient to pay for extra mortality of 
eighty-seven and one-half per cent in the first 
year, thirty-two and one-half per cent in the 
second year, twenty per cent in the third year, 
12 and one-half per cent in the fourth year 
and two and one-half per cent in the fifth year, 
it being assumed that after the fifth year, the 
difference between lives selected with and 
without medical examination is no longer con- 
tinued. The calculation is made on the basis of 
the new American Men “Select” Table assum- 
ing three per cent interest. The results would 
not be greatly different at the different ages, 
it being assumed that policies would not be 
issued without medical examination except for 
ages from twenty to forty. 

Other interesting papers were read by John 
D. Buchanan, actuary of the London Life As- 
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Improved Disability Provision 


Claim may be made as soon as disability occurs—no 
probationary period. 


Payments begin immediately on approval of claim 
—no probationary period. 


Monthly payments, lifelong, conditioned on per- 
manence of disability. 


Immediate waiver of future premiums—no wait- 
ing until next anniversary. 


Full amount of insurance paid when insured dies, 
without deduction for disability payments or for pre- 
miums waived. 


This new disability provision brings the service of 
America’s oldest legal reserve life insurance company 
still closer to the needs of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 

















SPEED— 
WITHOUT HASTE 


Promptness and thoroughness of 
Lincoln Life Service is best analyzed 
as ‘‘speed—without haste.’’ There 
is no speed-up flurry and yet every 
effort is organized so that no move= 
ment is wasted. 





The result is the most gratifying service without the 
hazards of haste. 


Salesmen and policyholders get immediate and help= 
ful attention. Policies are issued with dispatch. Claims 
are settled promptly. 


Because of the splendid Service organization at The 
Lincoln Life, it pays to 


(INK uP (Jwiru THe (LINCOLN) 


The Lincoln National Life Insurance Co. 
“Its Name Indécates tts Character” 


Lincoln Life Building Fort Wayne, Indiana 
Now More Than $175,000,000 in Force. 
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NOW READY 
Thirtieth Annual Edition, 1921 


THE HANDY GUIDE 


Premium Rates, Applications and Policies 










: For Three Decades 
THE STANDARD REFERENCE WORK 


FEATURES IN 1921 
Preliminary Term Reserve Tables, Modified and Full. 


Select and Ultimate Reserve Tables 


PREMIUM RATES 


for Ordinary, Limited Payment, Endowment and Term 
Policies 


SURRENDER VALUES 


for all ages and a series of years; 
Loan; Cash, Paid-up and Extended Insurance Values 


LEADING POLICY CONTRACTS 


Complete Without Eliminations 
Warranties and Agreements in Applications 


DISABILITY AND DOUBLE INDEMNITY 


Clauses Presented Verbatim 


MAXIMUM AMOUNTS WRITTEN 


on a Single Life 


RESERVE, MORTALITY AND MONETARY 
TABLES 


COMPLETE, ACCURATE, CONVENIENT 


PRICES 
FLEXIBLE BINDING, for Pocket Use........... $4.00 
WITH THUMB INDEX (for 30 Cos.)...... ..... 4.35 
THREE SUPPLEMENTS, Extra.................. 1.00 


THE SPECTATOR COMPANY 


Chicago Office 135 William Street 
Insurance Exchange New York 
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surance Company, who discussed industrial life 
insurance, J. B. McClean, assistant actuary of 
the Mutual Life Insurance Company of New 
York, who read a paper on Swedish Mortality 
Investigation, and William R. Halliday, who 
set forth some of the problems which have 
to be met by a small new life insurance com- 
pany. 


SALARIED MAN GOOD PROSPECT 


Pay Did Not Increase in Proportion to Liv- 
ing—Will Not Slump 

During the period when the costs of the 
necessities of life were mounting by leaps and 
bounds, the man on a salary was probably the 
hardest hit of all. His pay did not increase in 
proportion to his cost of living, as was the 
case with the wage earner. 

But he managed to get along, and to-day, 
with the prices of groceries, clothing, etc., on 
the decline, he is finding himself daily in a 
better financial condition. He is not confronted 
so definitely with the possibility of a réduction 
in his monthly pay envelope as is the wage 
earner. 

Now is the time, therefore, to talk to the 
salaried man or woman about life insurance. 
Do not wait until they become accustomed to 
the readjustment in their finances, but en- 
deavor to get them to lay aside the amount 
which represents the decrease in their cost of 
living and use it to immediately increase their 
estate by several thousand dollars. 

Bradstreet’s have compiled a series of figures 
called “Index Numbers,” representing a cost of 
ninety-six articles of the necessities of life. 
A comparison of these figures show a consid- 
erable drop after January of last year, the 
decrease occuring in many of the essentials. 

The salaried man got along last January. 
Make him see this and the wisdom of putting 
a part of his funds into life insurance now. 


> Wants More 


When you take a taste of a real good thing 
you always want more. That is why the man 
who already has insurance is the easiest to sell. 
Beginners should remember this. When a man 
says he already has insurance, that should not 
be a signal for you to quit, but to go after 
him hard. 


“The Handy Guide’? Out Early 


“The Handy Guide,” issued by The Spectator Com- 
pany at 135 William street, New York, has made this 
year its earliest issuance, with the most information on 
the greatest number of companies in the history of the 
publication. “The Handy Guide” this year is more 
complete than ever, an added feature showing the net 
annual premiums and reserve values for $1000 on the 
twenty-payment life and twenty-year endowment types 
of policies, with the first year full preliminary term 
and modified preliminary term, on the American Ex- 
perience basis, with interest at both 3 and 3% per cent; 
also for whole life policies on the preliminary term 
basis. modified by the New Jersey law of 1920. In 
addition, reserve values for ordinary life, twenty-pay- 
ment life and twenty-year endowment policies, accord- 
ing to the Select and Ultimate Table, 3 and 3% per 
cent, are given. ‘“‘The Handy Guide” also contains 
new rates, values and policy forms issued since the 
Publication of the 1920 edition. There are over 1500 
Pages of practical information for life underwriters. 
with full copies of one or more policies issued by each 
of 174 companies, together with the warranties and 
agreements contained in the application blank. The 
book is, however, so compact that it may be carried 
In the coat pocket.—Underwriters Report. 

The Spectator Company’s “Handy Guide to Premium 





MISSOURI LIFE APPOINTMENT 


Read H. Brown Named Superintendent of 
Accident Department 


Read H. Brown has just been appointed 
superintendent of the Accident Department of 
the Missouri State Life, according to an- 
nouncement made by T. F. Lawrence, vice- 
president of the company. 

The appointment of Mr. Brown, who has 
had special training and broad experience in 
the underwriting of accident and health lines 
and possesses unusual natural ability for this 
work, is a good indication of the quality of 
service the new department of the company 
will furnish. 

Mr. Brown was born in Binghamton, New 
York, 1892. He attended the public schools of 
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Reap H. Brown 


that city and later graduated from Wesleyan 
University, Middletown, Connecticut, with the 
degree of Bachelor of Science. He entered 
the employ of The Travelers Insurance Com- 
pany shortly after leaving college, completing 
a special course in the company’s school for 
cashiers and special agents. 








Rates, Applications and Policies of American Life In- 
surance Companies” is now out in its usual attractive 
form and makes a valuable canvassing document of 
facts. There are some 1400 pages in the volume, 
which contains the new rates, values and policy forms 
issued since the 1920 edition. This is the thirtieth 
annual edition of the work, which speaks well of its 
value and importance to the profession of life insur- 
ance. Complete, accurate and convenient, it is a book 
of invaluable assistance to the underwriter and com- 
pany man. The book, in flexible binding for pocket 
use, is sold for $4 by The Spectator Company at 135 
William street, New York city —The Standard. 

A highly useful publication is announced as ready 
by The Spectator Company of New York. This is the 
1921, thirtieth annual edition of “The Handy Guide 
to Premium Rates, Applications and Policies of Amer- 
ican Life Insurance Companies.” The publication con- 
tains over 1500 pages of practical information for life 
underwriters, and through constant criticism and re- 
vision has attained a form which has made it in- 
creasingly popular among life insurance men both at 
the home office and in the field as a reference work. 
The book in flexible binding for pocket use sells for 
$4, with special prices for quantities. The publishers 
have achieved an unusual feat in putting the 1921 edi- 
tion on the market so early after the close of the past 
year.—The Insurance Field. 


Death of Joseph M. Wile 
Joseph M. Wile, of the Chicago firm of Klee, 
Rogers, Wile & Loeb, died on Tuesday last, 
after a long illness. 
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SAN JACINTO LIFE TO BUILD 


Will Erect Ten= or Twelve-Story Office 
Building at Beaumont, Tex. 


The San Jacinto Life Insurance Company of 
Beaumont, Tex., of which H. M. Hargrove is 
president, has concluded its plans for the erec- 
tion of a new office building, thus taking the 
lead in a resumption of building operations, 
and indicating confidence in the future of busi- 
ness. Such a building as that now to be con- 
structed by the San Jacinto Life has been 
needed in Beaumont for some time. This is 
proved by the fact that nine floors of the new 
building have already been rented, and it is 
now expected that the building will reach 
twelve or fourteen stories in height, instead of 
the ten stories originally planned. 

To make room for the new structure at the 
corner of Orleans and Fannin streets, the three- 
story building now occupying that corner and 
used as the home office of the San Jacinto Life 
will be removed to a vacant lot immediately 
adjoining on Orleans street, which is also 
owned by the company. The removal of the 
old building will occupy about sixty days, and 
following its removal work will be immediately 
begun upon the foundations for the new struc- 
ture. It is expected that will be completed in 
about ten months, or certainly within a year, 
and it is expected to cost something over 
$€00,000. 

The present home office building is a sub- 
stantial and modern one, 110 by 60 feet, but 
the new building will occupy somewhat larger 
ground space. It is believed that later on the 
older building may be replaced with a counter- 
part of the new building now to be erected. 

The present plans for the new building show 
that the first two stories will be of stone, while 
the remaining stories will be surfaced with 
either brick or terra cotta. It will be modern 
in every detail and there will be ample ele- 
vator service, with space for additional ele- 
vators in anticipation of duplicating the build- 
ing upon the adjoining plot. 

Concerning this project, President Hargrove 
spoke as follows: 


It has been our constant intention since the 
acquisition of the property to erect here a big 
and modern office building, not only for our 
own accommodation but to enable the supplying, 
to a large extent at least, of the requirements 
of a growing city for such facilities as will 
thus be provided. We have the utmost faith 
in Beaumont and its future, and feel that not 
only will this project of itself prove a paying 
investment, but that it will in some degree 
stimulate other building, getting this city 
started on the proper path to a greater growth. 
Circumstances have from time to time delayed 
the realization of our desires, but we feel now 
that the time has arrived for such a venture. 
It. is our intention to build such a structure as 
will be a credit not only to the San Jacinto 
Tife Insurance Company but to the citv of 
Beaumont as well. Regardless of the ultimate 
height of the building, plans call for a minimum 
of ten floors and for construction throughout 
with none but the best materials. 


The San Jacinto Life is under progressive 
management and is rendering its excellent serv- 


ice to more people each successive year in its 
history. 
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A manufacturer of Machinery says: 


AUTOMATIC EQUIPMENT is the basic reason 
for economy in manufacture. 


We paraphrase it thus: 


REINSURANCE is the basic reason for safety and 
service in Insurance. 


Machinery 


is essential to manufacturing, and reaches its per- 
fection with the addition of automatic features. 


REINSURANCE 


is essential in Insurance, and both are correspond- 
ingly enhanced in value by the addition of the 
automatic operation of reinsurance. 


We furnish automatic reinsurance covering liability, 
compensation, automobile and _ accident lines. 


EMPLOYERS INDEMNITY CORPORATION 


E. G. TRIMBLE, President CHESTER NEWMAN, Vice-Pres. & Treas. 
CHICAGO INSURANCE BUILDING NEW YORK 
JACK WOODHEAD, Manager RALPH NEWMAN, Manager 


Insurance Exchange 35 Nassau Street 











































May 26, 1921 


THE SPECTATOR 


Casualty, Surety, Etc. 








TO DISCUSS RATES 


Utah Industrial Commission Calls 
Together Carriers 








WOULD CUT STOCK COMPANY RATES 


Also Aims to Increase Those of State 
Fund 


The Utah State Industrial Commission has 
called a conference of all carriers of work- 
men’s compensation risks and all self-insurers. 
The aim of the Commission is to reduce the 
rates charged by the stock companies and to 
increase those of the State Fund. They would 
limit the expense loading of all companies to 
within twenty-five per cent of the gross pre- 
miums. The State Fund would be bound by 
the same rates, according to the Commissioners. 

“The object of this meeting,” says the call 
for the conference, “is to discuss schedule 
rates for the ensuing year, beginning July 1, 
1921. In order to get the matter before you 
properly, we are enclosing copy of a proposed 
resolution which has been prepared by the 
Commission. Do not understand that this res- 
olution has been passed, but we submit it to 
you for your consideration, so that at the 
conference you may give us the benefit of 
your experience and counsel in this matter.” 

The preamble of the proposed resolution 
quotes from the present workmen’s compen- 
sation act, which requires the Industrial Com- 
mission to “determine hazards” and “fix rates” 
for compensation insurance in the various 
classes into which the Commission may di- 
vide risks. The law also permits the Com- 
mission to adopt a system of schedule rating 
“in such manner as to take account of the 
peculiar hazard of such individual risk.” It 
further points out that the law provides that 
all stock companies or mutual associations 
transacting the business of workmen’s com- 
pensation insurance “shall be subject to the 
rules and regulations of the Commission.” The 
Commissioners also call attention to the deci- 
sion of the State Supreme Court, which was 
to the effect that. “the rate established ipso 
facto becomes the established rate for all in- 
surers doing business under this title.” 


Holds Traveling Salesman Employee Under 
Workmen’s Compensation Law 


A traveling salesman working on commis- 
sions is an employee under the definition of 
the workmen’s compensation law, and is en- 
titled to its benefits, held the Third Court of 
Civil Appeals at Austin, in affirming the case 
of the United States Fidelity and Guaranty 
Company vs. Mrs. J. S. Lowry, from Brown 
county. The higher court’s decision carries an 
award of $4500, payable in weekly instalments. 

This is the first time that a Texas higher 
court has held that a traveling salesman is 
an employee within the meaning of the work- 
men’s compensation law. 

Mrs. Lowry’s husband was employed by a 
Waco firm to sell its products under a con- 
tract paying him commissions and allowing 
him free run in a defined territory. 
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W. L. Crocker Writes E. S. Lott 

The publicity department of the John Han- 
cock Mutual Life Insurance Company, of 
Boston, has during the past week sent THE 
SPECTATOR a copy of a letter recently written 
by Walton L. Crocker, vice-president of that 
company, to Edson S. Lott, president of the 
United States Casualty Company, of New 
York; subject: ‘“Mutualism and Socialism.” 
The letter reads as follows: 

Dear Mr. Lott: 

I have been much interested im carefully consider- 
ing, in brief intervals at my disposal since receiving 
your letter, the very strong and interesting argu- 
ments from your pen on the subject referred to. 

I am writing to acknowledge your courtesy, and 
to endeavor to answer, so far as my limitations will 
permit, your question whether I think you are prop- 
erly protecting mutual life insurance organizations 
like the one with which I am connected. 

l think you have made a distinction of a certain 
kind between mutual life insurance companies and 
other mutuals, but the cons deration of this point 
raises in my mind a question on the whole general 
subject which you have treated in your’ various 
arguments. 

Undoubtedly what you have in mind is State socia!- 
ism, and running all through the arguments is the 
idea that mutuals, reciprocals, and inter-insurers are 
leading us to that point. 

It seems to me that every insurance institution, 
whether capitalistic in form or not, is actually so: 
that the mutuals and reciprocals are as capitalistic 
as any, although they may be mutual in their out- 
ward form and method of operation. 

Every policyholder, whether insured in a mutual 
or a stock company, I care not what the coverage 
may be, or what the subject matter of the coverage, 
is either protecting or accumulating capital, and to 
the extent of his holdings is a capitalist. 

When we talk about a co-operative institution, what 
we are truly thinking of, I believe, is an associa- 
tion of persons who are endeavoring to serve them- 
selves in some way without calling on the aid of an 
avowedly profit-making outside agency to do their 
work for them. I think we will agree that the basis 
of all our life is co-operative, and must be so. Some 
times the co-operation is given by very frankly cap- 
italized bodies which charge a price for the service 
their capital renders, at other times the persons con- 
cerned serve themselves dircctly without the employ- 
ment of such an agency. 

Because social groups decide to form themselves 
into larger groups or associations for mutual ad- 
vantage or protection does not seem to me to mean 
that they are necessarily leading us to State socialism. 

It is only when the proposition is raised to merge 
ali of our common activities as instrumentalities of 
government that I object. Then we are surely enough 
faced with a plunge into a political and economic abyss. 

If these various institutions concerned in our little 
discussion are brought under proper supervision, are 
made to put forth good policies wherever they now 
fail to do so, and are compelled to bear their proper 
share of the tax burdens, it seems to me to satisfy 
all reasonable requirements. 

I feel much interest in the program to bring these 
desirable things about, because the growth of these 
institutions may have become such as to be a matter 
of public concern. I doubt very much, however, if 
classifying them as ‘“‘Socialists’” is an effective treat- 
ment, as I do not see how it fairly applies, believing 
as I do that their existence does not necessarily lead 
us to a condition of complete State ownership of 


everything and everybody. 

When we come to the matter of agency, we face 
a question too profound and varied for discussion 
here. You and I stand for a different conception 
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of the term “agent” to that which is entertained by 
the institutions referred to, but they all employ agents 
nevertheless, It is amusing when they set them- 
selves up as ‘“‘non-agent” institutions. While tech- 
nically none of the people connected with them may 
be classed as agents, they are in reality so, every 
man and woman of them, for every unit of our 
civilized organization has been promoted or _ sus- 
tained by agency of some sort, and, depending on 
the service it gives, will stand or fall. 

Likewise, if an economic system is inherently sound, 
it will prevail, and not otherwise. If these mutual 
institutions therefore are right, they will succeed; if 
not, they will be subject to modification or even fail- 
ire. Their natural competitors will be inclined to 
call attention to fundamental deficiences, until the 
merits of the rival systems be made plain. 

Upon the ground of opposition to the principles 
of political socialism, however, we meet in thorough 
agreement. 


whi: I thank vou for writing me as you have. You have 


given me a very considerable enjoyment in the read- 
ing of your masterful and entertaining briefs, and 
much mental profit in the contemplation of the whole 
subject. The event has made it necessary to inflict 
upon you my private views of large questions, which 
is possibly the least desirable phase of the whole 
correspondence. 
Very truly yours, 
Roston, March 8, 1921. Watton L. Crocker, 
Vice-President, John Hancock Mutual Life In- 
surance Company. 


Fight for Expirations at Chattanooga 

CHATTANOOGA, TENN., May 20.—A lively 
fight has developed here between the Maryland 
Casualty Company of Baltimore and Sol Moyses 
& Co., the company’s former agents. On April 
I1, by an agreement between the two parties 
named, the Maryland Casualty canceled its 
contract with its agents, to become effective 
May 11. Two days later, however, the Mary- 
land Casualty served notice that the contract 
would be canceled from April 21, on the ground 
that Sol Moyses & Co. were representing an- 
other company contrary to the terms of the con- 
tract with the Maryland Casualty Company. 
30th the firm and the company contend that 
expirations belong to them, and Herbert Op- 
penheimer, manager for Moyses & Co., states 
that he refused a demand of the Maryland 
Casualty to turn over all expiration records 
and correspondence files to the company’s audit- 
ing department, and is prepared to defend his 
action in the courts. 

The Maryland then opened offices in the 
James building, adjoining the offices of Sol 
Moyses & Co., and appointed J. W. Kilpatrick 
and S. L. Klaus to represent it. The new firm 
assumed charge May 16. They formerly rep- 
resented the Southern Casualty. 


Concerning the above matter, President F. 
Highlands Burns of the Maryland Casualty 
Company made the following statement to a 
representative of THE SPECTATOR: 

Owing to the unsatisfactory representation 
of the company, on April 13 we served notice 
of termination of Sol Moyses & Co.’s contract, 
effective May 15, 1921. Under date of April 
18 (the advices not being received by us until 

(Continued on page 39) 
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THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 


Ideal contracts in a square=-deal company 


E. J. HEPPENHEIMER, Presitent 
GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
OHAS. F. NETTLESHIP, 2nd Vice-Pres. S.R. DROWN, Supervisor of Agencies 


HOME OFFICE, JERSEY CITY, NEW JERSEY 








GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 
Iwo good personal producers may combine 
to get contract. 
If you cannot produce personally do not 
apply. 


Address West Virginia, care of THe SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 











INTERNATIONAL LIFE & 
TRUST COMPANY 


GENERAL OFFICES, MOLINE, ILL. 
An “Old Line” Legal Reserve Company, Issuing all the 


Standard Forms of Policies. Exceptional Opportu- 


nities for Live Men. 
J. O. LAUGMAN 


President 


A. JQHNSON 
Sec. & Med. Dir, 





















nsurance Company 


OF DES MOINES, IOWA. 


JAS. H. JAMISON, President 


NEW and up to date policy contracts. REAL SERVICE to Policy- 

holders and Agents. NOT SO BIG to lose sight of individual Agents, 

and big enough to serveits Agency and Policyholders satisfactorily. 

peters GOOD territory in IOWA and SOUTH DAKOTA open for 
gents. 








1857 1921 


Che Oldest Life Insurance Company 
in the West has new territory for 
live agents. Its policies are liberal — 
and easy to sell. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 























THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Largest volume of Business—Greatest amount of 
assets—Largest yearly production of any Kansas 
life insurance ‘company. Truly it 


LEADS THEM ALL IN. KANSAS 
WICHITA, KANSAS 





Home Offices, 














COMPANY 


Incorporated 1851 


ESTERN ASSURANCE 
OF TORONTO 
FiRE, AUTOMOBILE, EXPLOSION-RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1920 


ASSETS $4,973,932.20 
SURPLUS IN UNITED STATES.................. $1,900,899.73 


TOTAL LOSSES PAID IN UNITED STATES FROM 
1874 TO 1010 INCLUSIVE..............0. e000: $45,676,033.35 
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Attention, Insurance Men! 
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A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 
L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 


Address 











The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 
months next birthday to 60 years. 

INDUSTRIAL POLICIES are in full immediate benefit from date 
of issue and are up-to-date in every respect. 


ORDINARY POLICIES contain a valuable TOTAL AND PERMA- 
NENT DISABILITY Clause and DOUBLE INDEMNITY features and 
are guaranteed. by State endorsement. 


A Home Life policy brings peace of 
mind to the man who loves his family. 
P. J. CUNNINGHAM, Vice-Pres. 
JOHN J. GALLAGHER, Treas. 
Philadelphia, Pa. 





BASIL S. WALSH, President 
JOSEPH L. DURKIN, Secretary 
Independence Square, 
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SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1919 


(Condeased from Statement to U.S. Treas. Dept ) 


Admitted Assets.. $3,890,624. 00 
oc re .. 1,000,000. 00 
re 564,840. 00 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 











COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 























CASUALTY SOCIETY MEETS 





President A. H. Mowbray Recom- 
mends Increased Educational Work 


SEMI-ANNUAL EVENT HELD IN 
NEW YORK 
Important Papers Presented by G. F. 
Michelbacher, A. W. Whitney, E. E. 
Cammack and J. M. Laird 

The Casualty Actuarial and Statistical held 
its semi-annual meeting this week at the Hotel 
Pennsylvania, having been in session Tuesday 
and Wednesday, May 24 and 25. A luncheon 
was held on Tuesday to which a large number 
of the actuaries put in attendance. 

The program included a number of important 
papers, the president, .\. H. Mowbray, address- 
ing the society on the subject of “The Casualty 
\ctuarial and Statistical Society as an Edu- 
cational Institution.” He spoke of the fact 
that the society had in the past made a par- 
ticular study of workmen’s compensation insur- 
ance and is now broadening its field to take 
up other lines, as shown by the more recent 
papers, and especially at the present meeting, 
when two papers are to be devoted to accident 
and health insurance problems. 

Mr. Mowbray recommended that the society 
make arrangements for a library for the use 
of its students, since many of the books are so 
expensive as to be impossible for beginners 
who are earning small salaries. 

He stressed heavily the need of keeping both 


members and students in a practical mood . 


rather than allowing them to become too purely 
academic. 

\n important paper was that of G. F. 
Michelbacher, secretary of the National Coun- 
cil on Workmens Compensation Insurance, who 
presented a complete and detailed study on the 
“Distribution of Shock Losses in Workmen’s 
Compensation and Liability Insurance.” 

Defining a “shock” loss as one of consider- 
able magnitude, or, in other words, as a catas- 
trophe, he explained in great detail the various 
methods used by insurance companies to prop- 
erly distribute these losses so that they will 
not fall too heavily upon any one of them. 
The paper is so complete as to be of great 
value to all students of workmen’s compensa- 
tion insurance, whether in actuarial or other 
lines. Tt is not technical and therefore easily 
understandabie to everyone. 

Professor \. W. Whitney, general manager 
of the National Workmens Compensation Serv- 
ice Bureau, presented a “Study of Schedule 
Rating.” In his paper Professor Whitney 
criticized the structure of the present schedule 
and explained a new one now being tested by 
the actuarial and engineering committees, and 
which has so far proved successful, needing 
the test in actual usage in order to be further 
proved. The explanation of this schedule, 
which constitutes most of the paper, is highly 
technical. 

Ek. FE. Cammack, associate actuary of the 
Etna Life Insurance Company, read a paper 
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entitled, “Premiums and Reserves for Non- 
Cancellable Accident and Health ‘ Policies.” 
Mr. Cammack has been active in the work of 
the Bureau of Personal Accident and Health 
Underwriters on non-cancelable insurance prob- 
Mr. Cammack discoursed upon the prob- 
able results of applying the Manchester Unity 


lems. 


Experience to the accident and health business 
of this country. He concluded by saying that a 
start must be made somewhere, and for such 
purpose that experience of the Manchester 
Unity is as reasonable as any table available. 
He continued: 


Indeed, the object of this paper has been 
primarily to call attention to the necessity of 
grading premiums for this class of insurance 
according to age at entry and of setting aside 
reserves in addition to the one-half a year’s 
premium (customarily accepted as a correct 
reserve for a health policy) so as to provide 
for the increasing claims that will surely come 
after the effects of medical selection have worn 
off and as the age of the insured advances. 
In addition, attempt has been made to prepare 
reasonable tables of net premiums and reserves 
for guidance until a reliable experience of our 
ewn under this form of insurance is available. 

Another phase of the same subject was pre- 
sented by J. M. Laird, actuary of the Connec- 
ticut General Life Insurance Company, whose 
paper was entitled, “Non-Cancellable Accident 
and Health Insurance from an Actuarial Stand- 
point.” In this paper he outlined first the de- 
velopment of that form of insurance in this 
country, also giving the history of life insur- 
ance accident and health benefits and that of 
commercial accident and health insurance. The 
paper then continues with a discussion of the 
variety of benefits which may or may not be 
covered under a non-cancellable policy. He 
also makes several recommendations in regard 
to the selection of risks and other underwriting 
problems. In concluding, he recommends a 
simple policy, with the idea of protecting the 
income. The other benefits if used at all would 
be secondary in nature. 


L. J. Nouss Is Elected Secretary 

.. J. Nouss, formerly assistant secretary of 
the American Credit Indemnity Company of 
New York, has been elected secretary to fill 
the vacancy caused by the death of Joseph J. 
Mr. Nouss has 
been with the company for twenty years, and, 
having filled various positions satisfactorily, 


Gross, who died early in May. 


his promotion is well deserved. 





Washington and Pennsylvania Officials Dis- 
cuss Changing Fitzgerald Bill 

Desirable changes in the Fitzgerald bill, pro- 
viding for compulsory workmen’s compensa- 
tion insurance in the District of Columbia, 
were discussed by officials of the States of 
Washington and Pennsylvania at a_ hearing 
held May 19 by a special subcommittee of the 
House. 

The workmen’s compensation laws of the 
State of Washington were discussed by Gov- 
ernor Hart, while Pennsylvania statutes were 
explained by William C. Fisher and Francis 
H. Bohlen, actuary and attorney, respectively, 
for the workmen’s compensation commission. 
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Position Wanted 


Actuarial 


Actuarial 


























WANTED: 


Position as Special Agent or assistant to State 
Agent by single man, 33 years of age, with 12 
years’ local agency experience. Western territory 
preferred. R. L. Gilliland, Jefferson, Iowa. 











MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 








FREDERIC S, WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


402-404 Kraft Building 
Telephone Walnut 3761 


Des Moines, lowa 

















Representation Wanted 


















WANTED 


By real estate broker, a general agency 
for Fire Insurance Company. ‘Territory, 
Buffalo, N. Y. Address Box 17, care of 
THE SpEcTAToR, New York, N. Y. 


MARCUS GUNN 


CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 7684 


CHICAGO 


A Policy Saved is a Policy Made 





THE OTIS HANN COMPANY, luc. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 























Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 

American Auto- National Union New Amsterdam 
mebile- ord Nationsl-Hartford _ Casualty Co. 

American Equitable Philadelphia Under- Indemnity Company 

British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 





W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 

















NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, Mar, ROCHESTER 


DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 














256 BROADWAY NEW YORK 
W. R. HALLIDAY 
CONSULTING 
ACTUARY 
INSURANCE EXCHANGE CHICAGO 

















FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansur Bldg., 
Kraft Building 


Indianapolis, Ind. 
Des Moines, lowa 








JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Trepical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 














GOBRINOS DE EZQUIAGA 
ESTABLISHED 1821 
General Insurance Agents 


Box 351 


San Juan Porto Rico 


JULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 











GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY 


NEW YORK 


























J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. 
Temporary money advanced on strictly private 

) arrangements. 

7 Al communcations and confidential. 
Address J. L. MITC , 664 Masonic Temple, Chicago, Ill. 


JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 





T. J. McCOMB 
CONSULTING ACTUARY 


Celcord Bldg. OKLAHOMA CITY, OKLA. 




















Actuarial 


T. C. RAFFERTY 


F. M. SPEAKMAN, C. P. A. 














FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 











CONSULTING ACTUARY CONSULTING ACTUARY 
Suite pe oa BURNS & SPEAKMAN, Certified Public Accountants 
Complete Rate Books Formulated THE BOURSE PHILADELPHIA 
ABB LANDIS 


A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bildg., WACO, TEXAS 








Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Piace, N. W. Independent Life Buildnig 
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Insurance Examiners and Adjusters 








LOSSES ARE ASSETS 


When handled with ts a regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly policyholdes if impressed with 
the fairness of an adjustment. 


R. L. NASE, 

Adjuster for Casualty Companies 
1110 Mutual Bidg., RICHMOND, VA. 
Liability, Commpenention, Accident 

and Health Claims 


TERRITORY: 
Virginia and North Carolina 











Fight for Expirations at Chattanooga 
(Continued from page 35) 

April 20), we were advised that the Moyses 
agency were representing the London Guaran- 
tee and Accident Company, that our policies 
were being canceled from April 1; the reason 
given being “non-payment of premiums,” and 
were being placed in the London; also that 
cancellation of other policies was being so- 
licited. We immediately wired our claim man, 
who had given us this information, to get 
definite and accurate evidence as to the ef- 
fective date of our former agents’ contract 
with the London Guarantee and Accident. We 
received advices that the effective date was 
April 13, that our policies were being canceled 
wholesale. Under their contract with us they 
were our agents until May 15. In view of this 
action we wired Moyses & Co. on April 21 we 
had this information; that they had violated 
their contract with us, and in accordance with 
the terms thereof we canceled and terminated 
our contract that day, April 21, instead of May 
15, and instructed them to act no further as our 
agents. We also wired the Insurance Com- 
missioner to cancel immediately the license is- 
sued to this firm. We then had to license our 
claim man as agent, as we would have no agent 
until May 15. Movses & Co. then announced 
in the public press their appointment as general 
agents for the London Guarantee and Accident 
Company, and stated that all policies formerly 
placed by them in the Maryland Casualty Com- 
pany would be renewed in the London. 

Of course. in view of the actions taken by 
Moyses & Co. it was absolutely necessarv for 
us to protect our interests, although we did not 
have any agents available at the time and it 
was necessary for us to appoint our claim man 
as our agent, as we could not sit still, have all 
of our business canceled off and not raise a 
hand. 

The actions of Sol Movses & Co. have been 
such as to make it impossible for us to do anv- 
thing other than protect our interests to the 
limit. 


Connecticut Compensation Law Increased 
15 Per Cent 


Increased disability benefits under the com- 
pensation law from 50 per cent to 65 per cent 
of the wages earned, inclusion of municipal 
policemen and firemen in the workings of the 
act, changes in the law relating to foreign bene- 
ficiaries and provisions for uniformity in the 
relating to occupational diseases are 
among the radical changes and new departures 
in the workmen’s compensation act reported 
favorably in the House of Representatives yes- 
terday by the legislative committee on the 
judiciary. 


laws 





ANNUAL DINNER OF INSURANCE SO- 
CIETY OF NEW YORK 
Philip J. Mosenthal Delivers Address on 
“Service” 

On Tuesday evening last the annual dinner 
of the Insurance Society of New York was 
held at the Drug and Chemical Club. There 
was a large attendance, over 250 having par- 
ticipated in the enjoyable event. President A. 
E. Clough presided, and the principal address 
of the evening was delivered by Philip J. 
Mosenthal, of the firm of H. Mosenthal & Son. 
The new officers of the Society, elected on 
Tuesday, are as follows: 

President, Charles R. 
dents, W. G. Falconer, J. 
Loudon and C. A. Ludlum; 
treasurer, E. R. Hardy. 

Mr. Mosenthal chose as his subject “Service,” 
and declared that the business of insurance im- 
plies the obligation to serve the Commonwealth. 
He declared that insurance men have been en- 
couraged, even forced, to consider their efforts 
as a work apart from general industry; men 
pay premiums because they must, he said, but 
they resent the need. Mr. Mosenthal told his 
listeners that insurance has been organized to 
and this 


Pitcher; vice-presi- 
Lopez, H. R. 
secretary and 


make good the waste of the nation, 
alone is the mission of the business. Fire or 
other casualty is an waste. The 
wealth paid as premiums and for losses is re- 
duced in power to aid labor, industry and 
healthful living. 

The speaker touched on marine insurance, 
and said that the signs becoming manifest of 
a development in marine insurance are cheering 
proof that industries have acquired a broader 
vision. 

R. P. Barbour outlined the future needs of 
the Society to make it of increasing useful- 
ness, and President Pitcher later pledged the 
new administration to advance the Society in 
every way possible. 

The manager of the Norwegian Government 
War Risk Bureau was among the guests. 

A proposed new feature of the Society’s ac- 
tivities is the formation of a group of loss 
adjusters, to meet at frequent intervals and 
discuss loss problems. 

The present membership is reported as 808 
resident and 256 non-resident members. 

A pleasing entertainment added to the en- 
joyment of the evening. 


economic 











Although granting the pain compensa- 
tion, the judiciary committee in its bill pro- 
vides that the increase shall not become effec- 
tive until July 1, 1922, in order that the em- 
ployers may have sufficient time to get the 
benefits of the existing contracts. The inter- 
vening time is also to afford the insurance 
companies an opportunity to adjust their con- 
tracts. 

The approval of the plan for increased com- 
pensation by the judiciary committee is a vic- 
tory for the Connecticut Federation of Labor, 
which supported the bill. The representatives 
of the State’s organized labor interests asked 
for an increase from 50 to 66%8 per cent, but 
the 138 per cent was lopped off. 
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PERSONAL ITEMS 











William B. Joyce, president of the National 
Surety Company, has returned to his duties 
here after passing the winter at his home in 
Beverley Hills, Cal. 

Charles L. Vaile, well known in the Central 
West insurance group, has been appointed man- 
ager of the compensation and liability depart- 
ment of the Travelers Indemnity at St. Paul. 

Edward J. O’Brien has been elected a direc- 
tor of the corporation known as Smyth, San- 
ford & Gerard, Inc., insurance brokers. He has 
been associated with the concern for a number 
of years. 

Kentish Barnes and Evelyn S. Parker have 
been re-elected chairman and deputy chairman, 
respectively, of the board of directors of the 
Liverpool and London and Globe Insurance 
Company, Ltd. 

J. T. Janz has been appointed special agent 
and adjuster for the Geo. H. Tyson General 
Agency of San Francisco, Pacific Coast repre- 
sentative of the Great American, American 
Alliance, Phcenix Insurance Company and Pro- 
tectors Underwriters. 

H. D. Watson of the Buffalo adjusting office, 
and F. M. Lyon of the New York adjusting 
office for the Travelers, have been installed as 
claim examiners in the life, accident and group 
claims division in New York. 

Herman H. Kraemer, well known in Boston 
as special agent in Eastern Massachusetts and 
Rhode Island for the Continental, is now an 
active member of the New England Exchange, 
having been elected at the last meeting of that 
body. 

John H. Kirker, Jr., has joined the rein- 
surance concern of Paul E. Rasor. Mr. Kirker 
has for some time been an examiner connected 
with the New York State Insurance Depart- 
ment, and ranks among the most expert ex- 
aminers in the country. 

A. W. Baxter, Illinois Special for the Scot- 
tish Union and National, has been elected 
Keeper of the Golden Goose Egg, of the IIli- 
nois Pond of the Blue Goose, succeeding T. R. 
Fletcher, who will remove to Hartford and 
become assistant secretary of the company. 

Charles A. Bennett is being congratulated 
on all sides because of his appointment as man- 
ager of the accident and health department of 
the Commercial Casualty of Newark, N. J. 
Until recently Mr. Bennett was with the Colum- 
bian National Life of Boston, resigning a few 
weeks ago in order to take a much needed rest 
before assuming his new duties. 

J. B. Mallon, who has been connected with 
the McClure Kelly General Agency at San 
Francisco since May of last year, as examiner 
for Washington and Alaska, has been appointed 
special agent for the San Joaquin valley and 
will make his headquarters at Fresno. As 
“special” for the Kelly Agency he will repre- 
sent the North America and its allied com- 
panies. 

Among this week’s visitors in New York 
were Norman R. Moray of the Hartford Acci- 
dent Indemnity Company; J. Floyd Irish, sec- 
retary and managing underwriter for the 
Peninsular Fire of Grand Rapids, Mich.; D. 
E. Monroe of Chicago, general agent for the 
Union of Canton; M. G. Wight of Boston and 
H. C. Knuepfer of Minneapolis, special repre- 
sentatives of the North British and Mercantile. 


—A receiver has been appointed for the Industrial 
Fire Insurance Exchange and the Universal Fire Un- 
derwriters, both of Chicago, which were managed by 
M. A. Parker; also for the Illinois Automobile Insur- 
Association of Chicago, of which J. L. Walker 
& Co, were general agents. 
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FIRE 
RE=INSURANCE 


NORWEGIAN ATLAS INS. CO., Ltd. 
WEMPLE & COMPANY, Inc. 


15 William Street 


New York New York 








THE RIDGELY 


PROTECTIVE ASSOCIATION 


of Worcester, Massachusetts 


Sickness and Accident Insurance 
FOR ODD FELLOWS ONLY 





Surplus to Protect Policy-Holders - = «= $282,550.00 
Deposited With Massachusetts State Treasurer, $100,000.00 








if you can write Ordinary and Industrial 


ousiness in an exceptional field, under a pro- 


gressive live-wire manager, who controls five 


offices, all making exceptional records and 
incidentally green=backs, address (in strict 


confidence to you) Box 75, Jronton, Ohio. 








WE WANT AGENTS 


to push our five=pointenine policies. 

Excellent Iowa territory and liberal 

contracts for men of goodreputation. 
“THE COMPANY OF CO-OPERATION” 


JJ 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bidg.—De Moines, lowa 

















C. E. Clarke, President J. R. Anthony, Jr., Secretary 
CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


Ceneral Offices: St. James Building, Jacksonville, Fle. 
Accident and Health Insurance Commercial and Industrial 


THE HANOVER FIRE INSURANCE COMPANY 


Continuously in business since 1852 
The real strength of an insurance company is in the conservatism of its man- 
agement, and the management of THE HANOVER is an absolute assurance of the 
security of its policy. : ; : 

R. Emory Warfield, President Fred. A. Hubbard, Vice-President 
E. S. Jarvis, Secretary Cha les W. Higley, Vice-President 
William Morrison, Asst. Secy. 

Home Office, Hanover Bldg., 34 Pine St., New York 


WANTED 

Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 
FEDERAL CASUALTY COMPANY « «# = DETROIT, MICHIGAN 

POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY «- - DETROIT, MICH. 
(Same Management as Federal Casualty Company.) 

















THE 1920 RECORD > 


of The Great-West Life shows unparalleled expansion along the lines that make 
SATISFIED POLICYHOLDERS AND SUCCESSFUL AGENTS 
Life men—looking for wider opportunity—should write to 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office—Winnipeg 








SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds, 
Write for Particulars. 
GARY NATIONAL ASSUCIATES COMPANY 


Gary Theatre Building, Gary, Indiana. 
Wilbur Wynant, President. 





Pe CE N 1X ASSURANCE COMPANY, 
LIMITED, OF LONDON 
(ESTABLISHED 1782) 
FIRE 
AUTOMOBILE-—-USE AND OCCUPANCY—TORNADO~—SPRINKLER 
LEAKAGE-—EXPLOSION AND RIOT, AND CIVIL COMMOTION 
HEAD OFFICE FOR THE UNITED STATES 
{00 WILLIAM STREET, NEW YORK CITY 
PERCIVAL BERESFORD, Manager 

















ALWAYS AFTER AGENTS FOR FINE FIELDS 


Considerable desirable territory is open for negotiation with men 
who would make capable and alert representatives. 


UNION MUTUAL LIFE INSURANCE CO. 
PORTLAND, MAINE. 
Address: ALBERT E. AWDE, Supt. of Agencies. 








AGENTS WANTED 


To sell an unrestricted Accident and Health policy costing 
\} $9.00 quarterly. Covers every disease and every accident. 
i Liberal commission paid to live producers. 


y) CENTRAL BUSINESS MEN’S ASSOCIATION 


H. G. ROYER, Pres. Westminster Bldg: 
C.O. PAULEY, Sec’y. & Treas. CHICAGO, ILL. 














W. E. SMALL, President 





When Insured in Georgia Casualty Company 


You Are _— O, ._ ——- Everyone Is 


Surplus and Reserves to Policyholders Over Two Million Dollars 


HOME OFFICE: MACON, GEORGIA 


E. P. AMERINE, Secretary 














